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se UENA VISTA,” so-called in honor 
of Zachary Taylor’s victory at the 
battle of that name during the Mexican 
War, was built near Wilmington, Dela- 
ware by John Middleton Clayton in 
1846. This large rambling brick house 
with its approach through a magnificent 
avenue of trees is still in the builder’s 
family and is now owned by his grand- 
nephew, Senator Clayton Douglass Buck. 
Many famous paintings still hang in 
“Buena Vista,” including the distin- 
guished portrait of Queen Elizabeth 
painted by Nicholas Hilliard in 1850, 
and several others painted by the re- 
nowned American artist, Gilbert Stuart. 
John Clayton, Chief Justice of Dela- 
ware, United States Senator and Secre- 
tary of State under Zachary Taylor, was 
graduated from Yale College with the 
highest honors of his class. He then 


studied law and was admitted to the bar 
in 1819. The skill with which he handled 
his cases and his remarkable powers of 
oratory soon made him the outstand- 
ing lawyer of his state. In 1828 he was 
elected to the Senate by the Whigs, and 
as the youngest member of that body he 
soon established an enviable reputation 
for himself as an orator. He continued 
to serve in the Senate until 1836, during 
which time he aided Henry Clay in put- 
ting through his famous tariff bill and 
was instrumental in effecting the satis- 
factory settlement of the Ohio-Michigan 
boundary dispute. 

After his retirement from the Senate, 
Clayton became Chief Justice of Dela- 
ware for two and one-half 
years. Later he became inter- 
ested in scientific farming and 
won an international reputa- 
tion as an agriculturist. In 
1845, he was again elected to 
the FIRE © 


Senate where he served 


Prswrance 


brilliantly until he was appointed Secre- 
tary of State by President Taylor. In 
this capacity, one of Clayton’s important 
contributions to his country was the 
program he prepared for opening up 
trade relations with the Orient which 
Commodore Perry used as a guide dur- 
ing his expedition to Japan. However, 
his greatest achievement in the diplo- 
matic field was the famous Clayton- 
Bulwer Treaty with England, which set- 
tled disputes which were apparently lead- 
ing to war with that country in 1850. 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


«x THE HOME * 


Company 


NEW YORK 


AUTOMOBILE © MARINE INSURANCE 
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A Check Paper All Your Own 


Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
reproduce your trade-mark in the paper 
itself. Such InDIVIDUALIZED check paper pro- 
vides maximum protection against altera- 
tion and counterfeiting—saves banks 


sorting time —helps prevent errors. THE WAVY Lies ane 
A LAMONTE TRADE-MARK 


* 
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The Main London Office, shown at left, 
is located at 32 Lombard Street—a thor- 
oughfare famous for its centuries-old as- 
sociation with British and international 
finance. 


Below—Big Ben and the Houses of 
Parliament. 


Our Main London Office 


reaches the Half Century mark 


Established in March, 1897, as one of the earliest 


branches of any American bank in Europe, our Main 


London Office has provided uninterrupted service 
throughout a period witnessing the strains and dislo- 
cations of two World Wars. Other branches, in Eng- 
land and on the Continent, are our London branch in 


Bush House, and our branches in Paris and Brussels. 


These branches afford to American banks, com- 
panies, and travelers and residents abroad, the fa- 


cilities of American banks with American methods, 


with intimate knowledge of European conditions and 
enjoying long-established relationships with impor- 


tant European banking and business organizations. 


To our correspondents in the United States 
the services of these branches are of special 
value in connection with foreign trade financ- 
ing, service to their officers and customers who 
travel, and for first-hand information on condi- 
tions abroad. We welcome inquiries regarding 
any phase of our service. 


Guaranty Trust Company of New York 


140 Broadway, New York 15 


Fifth Ave. at 44th St. 
New York 18 
LONDON 


32 Lombard St., E.C. 3 
Bush House, W.C. 2 


Madison Ave. at 60th St. 
New York 21 


PARIS 
4 Place de La Concorde 


40 Rockefeller Plaza 
New York 20 
BRUSSELS 


27 Avenue des Arts 


Member Federal Deposit Insurance Corporation 
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OF COURSE YOU CAN 
LOAN MORE MONEY SAFELY! 


Lawrence Field Warehouse Receipts provide a 
safe, sure-way to expand your loan opportunities 


SAFE ... Third-party control of collateral 
means safety. Back of Lawrence Field 
Warehouse Receipts are the financial in- 
tegrity, know-how and 33 years experi- 
ence of Lawrence Warehouse Company. 
sure...Seldom do we encounter an 
inventory which, because of inherent 
peculiarities, cannot be handled. While 
every field warehouse is different, the 
principle of field warehousing remains 
the same. That's why you can safely 
recommend field warehousing in con- 
nection with any business seeking credit 
expansion. You can avoid saying ‘no!’ 
with Lawrence Field Warehousing. 


For 33 years we have been helping 
banks and lending agencies expand 
their loan opportunities. By providing 
a way to use idle dollars in inventories, 
we are contributing to the expansion 
and success of many enterprises. Banks 
and lending agencies are growing with 
them. 


We are prepared to advise 
loan officers contemplating 
inventory financing as an 
extension of their services. 
Send for your copy of this 
book!et. 


Phone or write our branch in your territory 


| AWRENCE WAREHOUSE (OMPANY 


NATIONWIDE FIELO WAREHOUSING 


DIVISION OFFICES: 


SAN FRANCISCO I1, CALIF. 
37 Drumm Street 


CHICAGO 2, ILL. 
| N. LaSalle Street 


NEW YORK 5, N.Y. 
72 Wall Street 


Los Angeles * Boston * Seattle * Buffalo * Cleveland * Richmond * Charlotte * Chattanooga 
Atlanta © Jacksonville * Orlando * Cincinnati * St. Lovis * Fresno * Washington, D.C. * Houston 
Philadelphia * Konsos City, Mo. * Dallas * Denver * Portlond, Ore. * Stockton * New Orleans 
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DECEMBER 31, 1946 


ASSETS 


United States Government Bonde . 


State, Municipal and other Gov’t 
_ PE eee 


Railroad Bonds By ake 
Preferred and Guaranteed Stocks 
Common Stocks . 


$13,245,553.18 


447,041.49 
14,250.00 
3,044,975.00 
6,113,864.00 


Tora Bonps AND Stocks $22,865,683.67 


Cash in Banks 
Cash in Offices 


$2,436,362.76 


120,974.04 2,557,336.80 


Premiums, not over three months due 646,957.12 
58,039.43 


615,977.26 


Accrued Interest 
Other Assets 


Tora. ApMITTED AssETs < $26,743,994.28 


LIABILITIES 


Reserve for Unearned Premiums 

Reserve for Losses and Claims . 

Reinsurance Reserves 

Funds held under Reinsurance 
Treaties 


Commission and Accounts Payable 
Federal, State and Other Taxes 
Tora LIABILITIES 


$ 4,345,017.06 
3,919,119.53 
1,990,405.85 


1,123,754.97 
412,367.94 
297,518.52 


$12,088, 183.87 
Voluntary Reserves: 
Contingencies $1,125,000.00 
Security Fluctuation 1,593,111.74 
$2,718, 111.74 
2,000,000.00 
. 9,937,698.67 
Surplus to Policyholders 14,655,810.41 
Toran . . . . .« « « «+ $26,743,994.28 


Capital Paid In 
Surplus 


Bonds and Stocks are valued in accordance with requirements of the State of New York Insurance Department. 
On the basis of December 31, 1946 market quotations for all bonds and stocks owned, this company’s Total 
Admitted Assets and its Surplus to Policyholders would be increased by $543,875.68. Securities carried at 
$1,142,214.39 in the above statement are deposited as required by law. 


This statement does not include claims amounting to $252,310.20 for refund of prior years excess profits taxes, 


Diveckors 


A. M. ANDERSON New York 

Vice-President, J. P. Morgan & Co., Incorporated 
PRESCOTT S. BUSH New York 
Brown Brothers Harriman & Co. 
PERCY CHUBB 2nd New York 
Chubb & Son 


CLINTON H. CRANE New York 
President, St. Joseph Lead Co. 
D. ROGER ENGLAR New York 
Bigham, Englar, Jones & Houston 


WILLIAM A. HAMILTON Hamilton, Ont. 


JOHN T .JONES New York 


Vice-President 
EMORY S. LAND Washington, D. C. 
President, Air Transport Association of America 


JUNIUS L. POWELL New York 


Chubb & Son 


GEORGE H. REANEY New York 


President 
REEVE SCHLEY New York 
Vice-President, The Underwood Corporation 


CARROL M. SHANKS New Jersey 
President, Prudential Insurance Co. of America 


HENDON CHUBB, Chubb & Son, New York 


UNITED STATES GUARANTEE COMPANY 


NEW YORK CITY 


FIDELITY 


SURETY 


CASUALTY 


Aviation Insurance through Associated Aviation Underwriters 
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Now... here is the new and improved, modern-day 
version of CCH’s long-accepted Food Drug Cosmetic 
Law Reports —here is the authoritative, continuing 
reporter covering this important three-fold field. 
scope includes complete coverage of the Federal Food, 
Drug, and Cosmetic Act, with regulations, rulings, court 
and administrative decisions, forms, and the like — 
plus full texts of other related federal laws. 


And in addition, the statutes, interpretative court 
decisions, and pertinent attorney generals’ opinions 
for all states with ‘‘Copeland-type”’ laws are carefully, 
helpfully reported. Relevant full texts, detailed expla- 
nations, and editorial comments further increase the 
all-around usefulness of the ‘‘Reports’’ for all con- 
cerned with the production, processing, packaging, 
and labeling ‘of foods, drugs, devices, and cosmetics. 


Write for Complete Details 


COMMERCE) CLEARING; HOUSE, ING, 


PUBLISHERS OF TOPICAL LAW REPORTS 


CHICAGO 1 New YorK 1 WASHINGTON 4 
214 N. MICHIGAN Ave. Empire STATe BLOG. Munsey BLOG. 
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MEET 


Gurnan 
Top Flight Af 2 ys 
Purina Dealer = yn 
and One of the Te aetna ial 
Middle West’s ary 
‘, AO, q 3. Last year he hatched 11 million 
Most Successful * — ‘ i j chicks from January to October 


... operated 140 supply flocks 


Hatcherymen! " by é 1 f of 35,000 birds... helped farmers 


in his area to start practical feed- 


ing and sanitation programs 


ff 1. From neckties to chicks, which meant a more prosperous 
ub 


feeds and farm supplies... farm community. 
that’s Mr. Burman’s story. 

Formerly in the clothing busi- 

ness in Nebraska — he first 

became interested in selling 

incubators. Then — convinced 

that hatchery results 

depended on egg quality — 

he investigated leading 

feed manufacturers... 


THE PURINA DEALER IS A GOOD MAN 
FOR THE RURAL BANKER TO KNOW 


Many other Purina Dealers are prospering because 
they are filling the needs of their agricultural 
communities ...and they are good men for Rural 
Bankers to know. The Purina Dealer and his 
organization contact farmers day in and od out 
-:-know their plans, problems, needs. While 
visiting with farmers, many say a good word for 
their local banks. Does yout local Purina Dealer 
know the services that your bank offers 
farmers, so that he can recommend them? Maybe 
he's trying to do this now, when he thinks of it 
.-. but why not give him your story and ask for 
active and planned cooperation? Workin 
together... Banker and Dealer... you can buil 
your agricultural community. 


RALSTON PURINA COMPANY 
Headquorters, St. Lovis 2, Mo. 
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FIELD WAREHOUSING 


for 


Warehouse Receipt Loans 


Against Inventory 


With the general increase in percentage of assets tied 





up in inventories, some borrowers may need accom- 
modation in excess of open-line limits; or your bank 
may require additional security. Our service .. . 
demonstrably the most complete and economical 
available . . . enables you to lend safely against 


inventories on your customers’ own premises. 


OPERATING OFFICES 


Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. + 70 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3,N.Y. + Liberty Life Bidg., Charlotte 2,N.C. + 120 So. LaSalle St., 

Chicago 3, Ill. + Construction Bidg., Dallas 1, Texas + National Bank Bidg., Detroit, Mich. 

Lemcke Bidg., Indianapolis, ind. + 121 W. Forsyth St., Jacksonville 2, Fla. + First Natl. 

Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. - Keystone Bidg., 

Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. + 301 Spring St., Shreveport 69, La. 
Hills Bidg., Syracuse 2, N.Y. 








New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N.Y. 


\c 
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Whatever Your Needs 
May Be 


Central Hanover is equipped to keep step 
with your correspondent banking require- 
ments —local, national or international — 


whatever your needs may be. 


Investment assistance, prompt attention to 
routine services, cooperation in unusual 


situations. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ttl 


Loans For 6 Months Or 40 Years 
Make Complete Farm Loan Service © 


This bank competes successfully with any lending agency and sends 
no farmer or ranch owner away without a loan if he demonstrates 
ability to use the money profitably. 


OR many years, we have been 

endeavoring to improve our 
service to farmers and cattlemen 
customers and each year we have 
broadened our scope of activity. 

Experience has taught us that in- 
telligent financing has to take into 
consideration, very definitely, the 
methods used by farmers in their 
various types of operations, to dif- 
ferentiate at the inception of the 
loan the operating and capital re- 
quirements of the borrower. 

Some few years back we depart- 
mentalized our lending activities 
and centralized our agricultural and 
livestock lending in this one depart- 
ment, which we call our Agricul- 
tural and Livestock Department. To 
properly service agricultural loans, 
we established within this depart- 
ment an Agricultural Service De- 
partment in which we now have 
three experts, devoting their full 
time to this important work, advi- 
sory as well as appraisal and in- 
spection. 

While we operate in 14 counties, 
the major portion of our farming is 
confined to three counties, namely, 
Maricopa, Pinal and Graham, Ap- 
proximately 85% of the state is 
grazing area, so our livestock ac- 
tivities pretty well cover the state. 

Practically all of our farming in 
this area is under irrigation of one 
kind or another. Our major project 
is the Salt River Valley Water 
Users’ Association, a system of stor- 
age dams supplying irrigation water 
and electric power for a substantial 
portion of the farming in Maricopa 
county. Adjacent to this, we have 
established districts whereby the 
major portion of irrigation water 
is obtained from wells. 


By L. W. FLETCHER 


Vice President, Valley National Bank 
Phoenix, Ariz. 


In addition, we have large acre- 
ages privately set up with their in- 
dividual pumping equipment. Pinal 
county farming is principally irri- 
gated from this source, though there 
is a relatively small area at Casa 
Grande that is watered from the 
San Carlos dam. Graham county 
(Safford Valley) is irrigated by 
water from the Gila river and pri- 
vate pumps. 


Year Round Farming Needs 
Year Round Financing 


Ours is a semi-arid region that 
permits farming the year round 
where irrigation is available. This 
permits proper diversification of 
crops and the marketing of live- 
stock throughout the entire year. 

Up to about a year and a half ago 
we had, we believed, a properly 
established farm and livestock lend- 
ing organization, with one excep- 
tion. This exception was our inabil- 
ity to take care of our customers on 
their long-term farm and ranch re- 
quirements. 


Six Types Of Loans 


We are doing a substantial vol- 
ume in providing funds for: 

Crops (growing and harvesting) 

Livestock feeding and pasturing 

Livestock range operations 

Warehousing agricultural com- 

modities 

Machinery and equipment 

Ranch improvements 

Crop financing is seasonal—for 
whatever period the crop requires 


113 


to reach harvest—this will 
from 90 days to 12 months. 

Livestock financing is for the 
growth period involved. Pen feed- 
ing operations continue throughout 
the year. Pasturing may be for just 
the spring season or spring to fall 
pasturing. Also, this may be on irri- 
gated pastures preparatory to pen 
feeding. 

Range loans are primarily for 
operations, though in many in- 
stances, they include the purchase 
of additional cattle for pasturing 
during the lush spring feeding sea- 
son. However, replacement of 
breeding stock may justify the 
credit to be extended for a two-sea- 
son period. 

Warehouse loans are usually for 
a relatively short period—enabling 
the grower to hold beyond the har- 
vest period in anticipation of a bet- 
ter market. 

Machinery and equipment loans 
will run from 6 to 24 months, amor- 
tized in accordance with the bor- 
rowers harvesting or selling periods. 

Farm and ranch improvement 
loans are usually made under FHA- 
Title I provision that may cover a 
period up to three years, and in 
some instances, properly qualified, 
up to a period of seven years. 


vary 


Real Estate Loans Must Often Be 
Made For More Than Ten Years 


While we had been making some 
farm real estate loans, the existing 
National Banking Regulation lim- 
ited us to 10 years on loans of this 
nature, on a basis of not to exceed 
60% of the appraised value, and at 
least 40% to be liquidated in equal 
annual installments over the 10- 
year period. 





Our experience indicated that, of 
the applicants for farm loans, about 
75% wanted and needed financing 
for a period in excess of 10 years. 
The majority of these would run in 
the neighborhood of 20 years. 


There was another reason why 
we wanted to equip ourselves to 
take care of these good, long-term 
farm loans, and that was one of 
competition. We had been forced to 
direct our customers to other agen- 





40-YEAR LOANS 


Think of it! You can make the dream of 


a lifetime come true for you and your 
family—the dream of owning your own 
farm free and clear—the dream of security 
which a debt-free farm offers. Under the 
Valley Bank’s low-cost, long-term farm loan 
plan, you can buy that farm you've been 
wanting—and have up to 40 years to pay 
for it, in terms arranged to suit your con- 
venience, and at a cost of only 4% simple 


interest guaranteed against any increase. 


The Valley Bank, under a special arrange- 
ment with the Equitable Society, has made 
this liberal farm lean plan available in 
Arizona to help YOU toward a secure and 


independent future. 


Come in the next time you're in town, 
and let one of the men in our Agricultural 
Department give you all the details of this 


easy way to low-cost farm ownership. 


TO FARMERS 


ALL VALLEY BANK FARM LOANS 
OFFER YOU THESE ADVANTAGES 


1. LONG TERM. Up to 40 years for 
large farm units; up to 20 years 
for small country places. 


LOW COST. 4% interest, guaran- 
teed against increase. 


NO EXTRA CHARGES. You pay 
no application fee, no attorney's 
fee, no appraisal fee, no closing 
fee, no commission. Your only 
cost is the usual abstracting and 
recording fee. 


NO STOCK SUBSCRIPTIONS. 
You get the full amount borrowed; 
nothing is held back for stock 
subscriptions. 


TAILOR-MADE REPAYMENT 
PLAN. Small periodical payments 
clear your loan. 


FARM INCOME PRIVILEGE. 
You may pay off any amount 
of your loan at any time from 
farm income without penalty. 


REPAYMENT RESERVE PLAN. 
Extra payments made possible 
by good crops or high prices 
may be made to apply on future 
payments. Interest payments are 
adjusted accordingly. 
CONFIDENTIAL. All inquiries 
and transactions are confidential 
—between you and the Valley 
Bank. 


VALLEY NATIONAL BANK & 
Agrleliaral and 


Livestock Dept. 


cies, particularly the Federal Land 
Bank, which, in our area, has its 
land bank agency and PCA in the 
same building. In other words, we 
were sending business away, as the 
PCA group really worked over loan 
prospects when they got in the of- 
fice. 

To overcome this, we contacted 
the Equitable Life Assurance Soci- 
ety, which was just then launching 
its Farm Loan program for banks. 
This had a lot of appeal to us as it 
permitted loans up to 40 years, if 
justified. While we did not antici- 
pate making loans for as long as 40 
years, it would accomplish what we 
wanted to round out our Complete 
Farm Loan Service. 


This enables us to compete with 
any other lending agency on ac- 
credited farm land. I say “accred- 
ited farm land,” as we do very little 
lending on individual pump proj- 
ects, restricting these loans to as- 
sured water supply areas. The more 
marginal the property, the less loan 
value it will justify. 


We Make More Farm Loans Than 
The Federal Land Bank 


Since entering into this contract 
with Equitable, we have produced 
a greater volume of loans on farm 
property, either actually on our 
books or in process of closing, than 
our principal competitor, the Fed- 
eral Land Bank, during the same 
period. 

The plan under which we are op- 
erating requires that the loans be 
assigned to Equitable at the expira- 
tion of two years. While we, of 
course, would like to carry them 
longer, we realize that there had to 
be some concession on our part to 
enable us to handle these long-term 
loans. 


There are no charges to the bor- 
rowers other than title policy and 
recording fees. In addition, we ob- 
tain the 4% interest during the term 
we hold the loan, and at the time 
we assign the papers to Equitable, 
we obtain an additional 34 of 1% of 
the unpaid principal amount which, 
in reality, gives us a reasonable 
earning for our part in originating 
the loan. 


This agreement has worked out 
very satisfactorily for us, and we 
believe compensates us by the bene- 
fits obtained. All appraisals of the 
property are handled by Equitable 
appraisers, and the papers are pre- 
pared by the Equitable office. Our 
part in the program is discussing 
with the borrower the proposed 
loan and preparing the application 
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Seven Types Of Agricultural Loans In This Lending Program 


1. Crop financing is seasonal 
— for whatever period the crop 
requires to reach harvest—this 
will vary from 90 days to 12 
months. 


2. Livestock financing is for 
the growth period involved. 


3. Range loans are primarily 
for operations, though in many 
instances, they include the pur- 
chase of additional cattle for pas- 


which he executes, and also dis- 
bursing the funds when the loan is 
ready to be closed. 

We set forth the advantages of 
this type of borrowing to our cus- 
tomers as follows: 

1. Long Term. Up to 40 years for 
large farm units; up to 20 
years for small country places. 

. Low Cost. Four percent inter- 
est, guaranteed against in- 
crease. 

3. No Extra Charges. You pay no 
application fee, no attorney’s 
fee, no appraisal fee, no closing 
fee, no commission. Your only 
cost is the usual abstracting 
and recording fee. 

. No Stock Subscriptions. You get 
the full amount borrowed; 
nothing is held back for stock 
subscriptions. 

. Tailor-made Repayment Plan. 
Small _ periodical payments 
clear your loan. 

. Farm Income Privilege. You may 
pay off any amount of your 
loan at any time from farm in- 
come without penalty. 
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turing during the lush spring 
feeding season. 


4. Warehouse loans are usu- 
ally for a relatively short period, 
enabling the grower to hold be- 
yond the harvest period in antici- 
pation of a better market. 


5. Machinery and equipment 
loans for farms will run from 
6 to 24 months, amortized in 
accordance with the borrowers’ 


7. Repayment Reserve Plan. Ex- 
tra payments made possible by 
good crops or high prices may 
be made to apply on future 
payments. Interest payments 
are adjusted accordingly. 

. Confidential. All inquiries and 
transactions are confidential— 
between you and the Valley 
Bank. 


The Technique For Handling 
Long-Term Loans 


The mechanics in handling these 
loans are quite simple. After orig- 
inating the loan and approval is 
given, we send it to our Mortgage 
Loan Department. This department 
requests the preliminary title re- 
port or abstract, and when obtained, 
forwards the documents to the 
Equitable for preparation of papers. 

The note to the bank is made for 
a period of 5 to 10 years, so that the 
amortization schedule will come 
within the National Banking Regu- 
lations. 

Sometimes it is necessary to in- 


harvesting or selling periods. 


6. Farm and ranch improve- 
ment loans are usually made un- 
der FHA-Title I and may cover a 
period up to three years, and in 
some instances, properly quali- 
fied, up to seven years. 


7. Real Estate loans on farm 
or range lands for 10 to 40 years. 
These usually average near to 
20 years. 


crease the amortization for the first 
two-year period, which is adjusted 
when the Equitable takes over. 
When the note and mortgage papers 
are executed an agreement with 
Equitable is executed simultane- 
ously, which extends the obligation 
to its originally agreed upon term 
and amortization schedule. 

Our association with the insur- 
ance company in the handling of 
these loans has been very pleasant 
and helpful. Our customers like the 
loans, too. 

These farm loan appraisals are 
based on normal values—NOT on 
present-day, inflated values. We be- 
lieve that we are rendering these 
farmers a distinct service in assist- 
ing them in their farm purchases or 
re-financing their present indebted- 
ness. At the same time, we are par- 
ticularly interested in preventing, 
insofar as possible, over-expansion, 
and the purchase of too costly farms, 
and also to have these amortized 
within the ability of the farmer to 
repay under good farm management 
during normal operations. 
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These Training Procedure Outlines 






Encourage Employees To Do Better Work 


Requirements for training for specific jobs show what an 


employee will be expected to do to earn the salary objec- 


E LEARNED a great many 

things handling personnel 
during the war. In the first place, 
we found that we needed to have 
better trained employees and more 
utility in our staff. As a result of 
this experience, we embarked on a 
new training program. 

In the future, we intend to use 
girls on strictly routine jobs such 
as proof department work and 
bookkeeping. Girls can handle such 
jobs equally as well as men and you 
have only a normal turnover due 
to marriage. 

We will hire fewer boys in the 
future and we will run them 
through the proof and bookkeeping 
departments in order to give them 


SENIOR CLERK, LOAN TELLER AND PERSONAL LOAN INTERVIEWER 


Term of Training—4 Years 


Pre-requisite—High School graduate plus training required for positions 
designated as A-1 and A-2 or an equivalent amount of bank 


work or training. 


tive. Training becomes more interesting and purposeful. 


By E. L. STUCKER 


Cashier, National Bank of Tulsa 
ulsa, Okla. 


the background of training which 
we consider necessary. Our first 
step in training these young men, 
whether they are training as return- 
ing veterans or not, will be three 
years of training which will qualify 
them for a utility bookkeeper and 
junior teller with a salary objec- 
tive of $180 a month. 

The next step covers another 
three-year training program, if 
they follow the teller’s route, and 
it fits them to be a commercial pay- 


SENIOR 


Salary Objective—$250.00 


Term of Training—4 


ing and receiving teller with a sal- 
ary objective of $215 a month. Sim- 
ilar programs are provided for those 
entering the audit field. 

All of the programs call for sup- 
plementary studies outside the 
bank. All in all, we have nine sep- 
arate programs outlined at the pres- 
ent time. 

We feel that this will give us a 
much better qualified and well- 
rounded personnel than we have 
had in the past. It will also give us 
an opportunity to observe these 
employees in the different depart- 
ments and, when we find an em- 
ployee particularly well qualified 
for certain types of work, we will 
probably assign him to that work. 


CLERK AND SUB DEPARTMENT HEADS 
TRANSIT AND PROOF 


Years Salary Objective—$225.00 


Pre-requisite—At least five years’ work in bank with training equivalent to 
that required for position A-1 Utility Bookkeeper and Junior 


Teller. High School graduate. 

Approximate Approximate . ‘ 
‘Hours pinntie “aa “oa 
3,120 A. PERSONAL LOAN AND F. Hi. A. 2,080 A. PROOF, TRANSIT AND CLEARING- 

AND G. I. TELLER WORK 18 HOUSE OPERATIONS 12 
1. Handling personal loan payments, 1. Operation of I. B. M. machines 
disbursement of proceeds, follow- 2. Operation of Recap machine 
ing past due payments, keeping 3. Credit clerk 
records and handling collateral 4. Miscellaneous Items clerk 
2. Same for G. I. loans 5. Clearing House clerk 
3. Same for F. H. A. Loans 6. Transit clerk 
7. Operation of Recordak 
2,080 B. CREDIT DEPARTMENT 12 2,080 B. SUPERVISORY WORK 12 
1. Routine Credit Clerk work 1. Supervisor I. B. M. operators 
2. Handling credit inquiries 2. Remittance Settlement clerk 
3. Statement analysis 3. Supervisor Transit operations 
2,080 C. COMMERCIAL DISCOUNT AND 2,080 C. CENTRAL TELLER’S DEPARTMENT 12 
COLLATERAL TELLER 12 700 D. TELEGRAPHIC TRANSFER 
i‘ eee. liability ledger DEPARTMENT 4 
. Receiving payments on notes 
3. Disbursing proceeds of notes 1,380 E. GENERAL UTILITY TRAINING 8 
4. Receiving and handling collateral 1. Analysis Department 
securing loans 2. Cash Item Teller 
3. Collection Dept. Teller 
1,040 D. LOAN INTERVIEWER 6 _——— — 
1. Interviewing prospective borrowers ee 
2. Processing applications 6. Personal Loan Teller 
: 7. Discount Dept. Teller 
3. Making Loans 
5350 low z i 8. New Accounts Desk 
‘ — months 8,320 hours 48 inonths 


REQUIRED COURSES 
(AIB Pre-Standard Certificate 


Requirements) 
Banking Fundamentals 
Negotiable Instruments 
Commercial Law 
Economics I 
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(AIB Standard Certificate 


(AIB Pre-Standard 
Requirements) 
Economics II 
Money and Banking 
Accounting I 


Accounting II Economics I 








Requirements) 
Banking Fundamentals 
Negotiable Instruments 
Commercial Law 


REQUIRED COURSES 


Certificate (AIB Standard Certificate 
Requirements) 

Economics II 

Money and Banking 

Accounting I 

Accounting II 
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Under this plan, we will not hire 
more boys than we feel we will 
need and can promote. We plan to 
outline the program to these new 
employees and tell them what is 
expected of them in the way of out- 
side courses. We hand them a copy 
of a job outline when they come to 
work. We tell them that those are 
the qualifications and the training 
we require for the various jobs. 

If they are not interested enough 
to take these outside courses and 
apply themselves, we do not feel 
they are interested enough in bank- 
ing to remain with us. The pro- 
gram has been very enthusiastically 
received by returning veterans and 


CHIEF TELLER 


Term of Training—3 Years 


Pre-requisite—High School graduate plus training required for positions 
of Junior and Senior Teller, designated as A-] and A-2, or 


Salary Objective—$240.00 


by other prospective employees. All 
our officers understand it thorough- 
ly and are wholeheartedly behind 
it. 

Such a plan enables us to attract 
a better class of employee and we 
feel it will pay real dividends after 
it has been in operation for five 
years or more. 

Under this plan, the lowest paid 
male employee we would have, 
after three years’ service with the 
bank, would get $180 a month. 


How Bookkeepers Are Trained 


We have developed training pro- 
cedure for our girl bookkeepers too 
and for our proof department 


Term of Training—3 


at least an equivalent amount of bank work and training. 


Approximate 
Hours 


2,080 A. PAYROLL TELLER 


Approximate 
Hours 


1,040 A. 


Approximate 
Menths 


12 


clerks. We are requiring all our girl 
bookkeepers to take banking fun- 
damentals, negotiable instruments, 
and commercial law. We feel that 
making certain requirements for 
various positions makes more of a 
profession out of banking. We feel, 
also, that when we have such 
requirements, employees will be 
worth more to us and we can pay 
them better salaries. 

Accompanying this article are 
eight training procedure outlines 
giving in detail the number of de- 
partment hours and various depart- 
ments in which each candidate must 
work before attaining the jobs and 
salary objectives indicated. 


NEW BUSINESS SOLICITOR 


Years Salary Objective—$250.00 


Pre-requisite—College Graduate or equivalent training and at least one 
year's experience in bank work. 


Approximate 
‘Months 


GENERAL REVIEW OF BANK DE- 


POSIT OPERATIONS AND SERV- 
ICES AND OF ITS GENERAL 


1. Making up payrolls for customers 

2. Receiving and handling deposits of 
large volume customers 

3. Vacation relief and general utility 
work 


VAULT TELLER 


1. Handling and being responsible for 
vault and reserve cash 

2. Ordering, shipping and receiving 
cash to and from Federal Reserve 
and Correspondent banks 

3. Handling purchase and sale of cash 
to other tellers 

4. Sort and ship mutilated currency 
and coins 


CHIEF TELLER 


1. Handling night 
tomers 

2. Preparation of reports on tellers 
operations 

3. Receiving and handling specifi- 


depository cus- 


2,080 B. 


POLICIES 


1. Review of Commercial Checking 
Account facilities 

2. Review of Special Checking 
Account facilities 

3. Review of Analysis and Service 
Charge methods 

4. Review of Savings Department 
operations 

5. Review of Savings Interest compu- 
tations 


REVIEW OF LOAN FACILITIES, 
POLICIES AND PROCEDURES 
WHICH SHALL INCLUDE: 

. Personal Loans 

G. I. Loans 

Insurance Premium Loans 

Life Insurance Loans 

F. H. A. Title I Loans 

F. H. A. Title II Loans 

. Consumer Financing 

Auto Loans— Direct and Floor 

Planning 


DIMAS wr — 


cally designated accounts 
4. General supervision of teller opera- 


CREDIT DEPARTMENT 
tions 


1. Review of routine procedures and 
credit policies 


COLLECTION DEPARTMENT 


1. Review of facilities available to cus- 
tomers, procedures followed and 
charges for such services 


SAFE DEPOSIT, ESCROW AND 
SAFEKEEPING SERVICES 


1. Review of facilities available to cus- 
tomers, procedures followed and 
charges for such services 


NEW BUSINESS SOLICITATION 


1. Review of Business Solicitation 
methods and procedures 
2. Calling on old customers 
3. Calling on prospective customers 
_ 4. Writing reports of visitations 
6,240 hours 


1,040 D. GENERAL UTILITY TRAINING 

. Analysis Dept. 

. Cash Item Teller 

. Collection Teller 

. Exchange Teller 

. Savings Teller 

. Personal Loan Teller 

. Discount Dept. Teller 

8. New Accounts Desk 


6,240 hours 36 months 


REQUIRED COURSES 
(AIB Pre-Standard Certificate (AIB Standard Certificate 
Requirements) Requirements) 
Banking Fundamentals Economics II 
Negotiable Instruments Money and Banking 
Commercial Law Accounting I 
Economics I Accounting II 


SPECIAL COURSES 36 months 


Dale Carnegie 

Bank Administration 

Business English and 
Letter Writing 


REQUIRED COURSES 
Dale Carnegie 


Bank Administration Consumer Credit 
Home Mortgage Lending 


Credit Administration 
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SENIOR AUDIT CLERK 


Term of Training—4 Years Salary Objective—$215.00 


Pre-requisite—High School graduate plus at least three years’ experience 
in bank work, including a knowledge of Proof, Transit and 
Bookkeeping operations, including B-1 training outlined for 
Junior Audit Clerk. 
Approximate Approximate 
Hours Months 


3,120 A. ACCRUAL SYSTEM ACCOUNTANT 18 


1. Income accruals 
2. Expense accurals 
3. General accrual accounting 


GENERAL LEDGER BOOKKEEPER 


1. Posting general ledger of bank 
2. Preparation of daily financial bal- 
ance sheet 


RECONCILEMENT CLERK 


1. Reconcilement of due to and due 
from bank accounts 

2. Reconcilement of Cashiers Checks 
and related accounts 


SENIOR AUDIT CLERK 


1. Distribution of expense 
2. Preparation of various financial and 
operating reports for management 
3. Preparation of reports to supervi- 
sory authorities 
4. Preparation of various schedules 
and reports covering various 
Federal and State taxing agencies 
. Conducting independent audits of 
various departments. 
8,320 hours 48 months 


REQUIRED COURSES 


(AIB Pre-Standard Certificate (AIB Standard Certificate 
Requirements) Requirements) 

Banking Fundamentals Economics II 
Negotiable Instruments Money and Banking 
Commercial Law Accounting I 
Economics I Accounting II 

SPECIAL COURSES 

Dale Carnegie 

Bank Administration 


COMMERCIAL AND SENIOR UTILITY TELLER 


Term of Training—3 Years Salary Objective—$215.00 


Pre-requisite—High School graduate plus training required for Utility 
Bookkeeper and Junior Teller or at least an equivalent 
amount of bank work and training. 


Approximate Approximate 
Hours Months 


3,120 A. COMMERCIAL PAYING AND 
RECEIVING TELLER 18 


3,120 B. UTILITY TELLER 18 


. Cash Item Teller 

. Collection Department Teller 
. Go-Back Teller 

. Exchange Teller 

. Analysis Department 

New Accounts Desk 

. Personal Loan Teller 

. Discount Department 

. Safe Deposit Department 


OONOUPWN 


6,240 hours 36 months 


REQUIRED COURSES 


(AIB Pre-Standard Certificate (AIB Standard Certificate 
Requirements) Requirements) 
Banking Fundamentals Economics II 
Negotiable Instruments Money and Banking 
Commercial Law Accounting I 
Economics I Accounting II 


SPECIAL COURSES 
Dale Carnegie 


UTILITY BOOKKEEPER AND JUNIOR TELLER 
Term of Training—3 Years Salary Objective—$180.00 
Pre-requisite—High School graduate 


Approximate Approximate 


Hours ; 7 Months : 


1,040 A. PROOF DEPARTMENT 6 


1. Endorsing Machine operation 
2. Sorting and Analysis information 
3. I. B. M. operation 


BOOKKEEPING DEPARTMENT 
. Operation of adding machine 
Sorting and listing checks 
. Checking signatures and endorse- 
ments 
. Paying checks by sight 
Machine posting 
. Utility bookkeeping 
. Statement preparation 
. Analysis Department operation 


AVINGS TELLER 


Counting and verifying money 
(Vault) 

. Wrapping and packaging money 

(Vault) 

. Receiving savings deposits 

Paying savings withdrawals 

. Operation of National Cash Regis- 

ter Savings Teller Machine 

. Preparation of tellers proof blotter 

. Computation of savings interest 


COMMERCIAL PAYING AND 
RECEIVING TELLER 
1. Go-Back Teller operation 
2. Cash Item Teller operation 
____ 3. Commercial Teller’s cage 
6,240 hours 


rn ONOUFL WHY 


ND UAW N 


36 months 
REQUIRED COURSES 
(AIB Pre-Standard Certificate Requirements) 
Banking Fundamentals 
Negotiable Instruments 
Commercial Law 
Economics I 


JUNIOR AUDIT CLERK 


Term of Training—2 4 Years Salary Objective—$185.00 

Pre-requisite—High School graduate plus at least 114 years’ experience in 
bank work including a working knowledge of Proof, Transit 
and Bookkeeping Department operations. 


Approximate Approximate 
Hours * Months 


1,040 A. MACHINE OPERATION 6 


1. Adding machine 

2. Posting machine 

3. Calculators 

4. N. C. R. Savings Machines 
5. Burroughs Tellers Machines 


JUNIOR CLERICAL AUDIT WORK 12 
1. Averaging of balances 
2. Handling certifications 
3. Daily audit controls (Savings and 
Safekeeping) 
4. Verification—miscellaneous 
accounts 
5. Preparation of miscellaneous 
schedules 


2,080 C. ACCRUAL DEPARTMENT 12 


1. Accrual ledger bookkeeper 
= ee _ 2. Accrual proofs oe 2. 
5,200 hours 30 months 
REQUIRED COURSES 
(AIB Pre-Standard Certificate Requirements) 


Banking Fundamentals Economics I 
Negotiable Instruments plus 
Commercial Law Accounting I 
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“Stop That Check!” 


The authors prepared this material for their bank’s staff. It will be 
of benefit to the personnel of all other banks, we are sure. 


By J. L. GRIFFITHS 


and 


W. J. PAPENBROCK 


The National City Bank of Cleveland 


11@4% TOP THAT CHECK!” The Na- 
S tional City Bank of Cleveland 
receives that order 10 to 20 times a 
day and our experience is the same 
as that of all banks, for it is an easy 
order for a depositor to give. It is 
easy to give but not always easy 
to execute and it may raise some 
important legal questions. 

It appears to be well settled law 
that the drawer of a check retains 
the right to stop payment at any 
time before it is paid or certified. 
Any bank that pays a check after 
receipt of a stop-payment order 
does so at its peril. 

In the ordinary course of busi- 
ness, it is almost a certainty that 
banks will occasionally, through 
oversight or inadvertence, pay 
checks against which a stop order 
has been issued by the drawer. To 
relieve themselves of responsibility 
for such inadvertent payment, 
banks have, from time to time, at- 
tempted to procure releases from 
their customers. 

Such releases usually take one or 
the other of two forms. The bank 
either incorporates in its rules and 
regulations relating to commercial 
accounts, a provision that the bank 
shall not be liable for the inadver- 
tent payment of a check against 
which a stop order has been issued, 
or requires the customer, at the 
time the stop order is given, to put 
the order in writing, which writing 
will contain a clause relieving the 
bank of responsibility in case the 
check is inadvertently paid. In pass- 
ing upon these two methods of ob- 
taining relief, the Courts are not 
entirely in accord. 

The Courts have almost univer- 
sally held that when the rules and 
regulations of the bank contain the 
provision relieving the bank from 
liability in case of inadvertent pay- 
ment of a check against which a 
stop order has been issued, such a 
provision is valid and binding upon 
the customer. These cases go on the 
theory that the entire transaction 
of opening and maintaining the ac- 
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count is consideration for the re- 
lease. 

But, in cases where the rules and 
regulations of the bank are silent, 
and the bank relies upon an agree- 
ment which is incorporated in the 
stop-payment order, some Courts 
have held that such a release, being 
without consideration, is not bind- 
ing upon the customer and of no 
effect. Other Courts have held that 
such an agreement between the 
bank and its depositor, is valid, 
binding, and not against public pol- 
icy. Of course, in every case, the 
burden is on the bank to prove acci- 
dental or inadvertent payment, if it 
is to escape liability. 

Another point to remember is 





A Bank’s Liability In 
Stop Payments 


1. Ten to 20 stop payment or- 
ders are received each day by 
this bank. 


2. It is well-settled law that 
the drawer retains the right to 
stop payment on a check at any 
time before it is paid or certified. 


3. A bank is liable if it pays a 
check on which payment has 
been stopped. 


4. Some banks require all stop 
payment orders to be in writing 
(and this is the only safe way) 
and incorporate in this order 
words which release the bank 
from liability if the check is paid 
inadvertently or by accident. 
Courts have almost universally 
ruled that this does relieve the 
bank of liability if this considera- 
tion has been made known to the 
drawer who signed the order. 


5. A bank has no protection 
when the stop payment order is 
given over the phone. 


that, very frequently, stop orders 
are given by the customer over the 
telephone, and in such cases, the 
bank has no protection against in- 
advertent payment of the check un- 
less its rules and regulations pro- 
vide the necessary relief or unless 
a written stop payment order con- 
taming a release clause is subse- 
quently obtained from the cus- 
tomer, which is often impractical. 

In the leading case in Ohio on a 
stop-payment order, the exact ques- 
tion was not ruled upon. In that case 
a depositor signed a stop-payment 
order upon which there was printed 
a covenant releasing the bank from 
liability. However, the depositor, in 
describing his check, mistakenly de- 
scribed the check as being No. 1484 
instead of stating its proper num- 
ber, 1485. In due course, check No. 
1485 was presented to the bank and 
honored, the teller believing that 
he was paying a duplicate check 
issued in lieu of check No. 1484. The 
Court held that the depositor was at 
fault in misdescribing the check and 
that the bank was not liable for 
paying the check. 

The case did not turn upon the 
validity of the covenant releasing 
the bank from liability if payment 
was made through inadvertence or 
accident. However, the Court, in re- 
ferring to that covenant, did state: 
“We regard this as a reasonable 
rule that might properly be binding 
upon one who has sought to stop 
the payment of the check .. .” 

It therefore appears that this 
Ohio Court of Appeals would have 
followed what seems to be the 
majority rule and the better rule 
of holding that a bank is not liable 
if such a covenant of release of 
liability is entered into, at the time 
the stop order is given, if the bank 
does not wilfully disregard the stop- 
payment order, if payment is made 
through inadvertence or accident, 
and if the bank has taken usual and 
reasonable precautions to stop pay- 
ment of the check involved. 
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WISH that there were many other 

services we could perform for 
some of our large balance ac- 
counts,” said a vice president in one 
of the country’s largest banks. “One 
of our customers, for example, has 
so much money on deposit here that 
he recently transferred $34,000,000. 
That kind of a customer can’t pos- 
sibly use enough service to offset 
what his balances earn for us.” 

This probably represents the feel- 
ing that a good many officers of 
large banks have toward some of 
their large balance customers. That 
is the reason why earnings credits 
have been defended so energetically 
by some bankers at a time when 
bankers with smaller accounts have 
been arguing that every account 
should be charged. 

Another bank, two blocks away 
from the one in which the vice 
president quoted above works, has 
an analysis department employing 
51 people. These people work the 
year around doing nothing but anal- 
ysis work. In addition to their sal- 
aries, much time is required by 
bookkeepers and others in the bank 
to supply the analysis department 
with figures on which its work is 
based. 

This department continually ana- 
lyzes and submits a detailed state- 
ment, often containing twenty-five 
separate items, even to those who 
do not have a service charge to pay. 
It would seem that this work of 
going through a long schedule of 
credits and charges in order to dis- 
cover that a customer does not owe 
the bank anything might be avoided 
in some way. 

Indeed, the first bank mentioned 
has found a way to avoid most of 
this work. Its plan, in brief, is as 
follows: 

When service charges were first 
levied, this bank used a long-form 
schedule. Its officers, however, soon 


A Simple Plan For 
Eliminating Earnings Credit Work 


discovered that there were some 
accounts which never had a charge. 
They concluded, therefore, that 
those accounts should be labeled 
“No Charge” and no further work 
put on them. 

However, these accounts are ex- 
amined twice a year to see whether 
they have changed their “no charge” 
status. If their balances have gone 
down materially or their activity 
increased materially, then an anal- 


In one of our cities are two 
large banks only two blocks 
apart.In one, 50 people are em- 
ployed in a perpetual analy- 
sis of accounts by a long form 
schedule containing 25 itemis. 
The other bank follows the 
plan described here, saves it- 
self most of the cost of com- 
plete analysis, favors its large 
depositors, and still collects 
sufficient income to satisfy its 
needs. The objective in both 
banks is the same—but, the 
methods of reaching the ob- 
jective are, in one case, costly, 
and, in the other case, eco- 
nomical. 





ysis is made by the long-form sched- 
ule to see whether they have gone 
into a different classification. In the 
meantime, no time is wasted on the 
many accounts in this large bank 
which would not have a charge even 
if they were analyzed. 

There is another class in this bank 
which is made up of accounts which 
never havea balance adequate 
enough to pay for the service ren- 
dered. The analysis work on these 
accounts is reduced, however, by 
this simple plan: 









Cost accountants persuaded us to use complicated service charge schedules. Cost account- 
ants deal only with figures—not with human beings. As bankers, we must deal with human 
beings. We must, therefore, interpret the complicated schedules of the cost accountants into 
simple procedures which all customers can understand. 














At a time when the long-form 
analysis was used on all accounts, 
the aggregate figures of these ac- 
counts were divided by the number 
of items handled and a per-item 
charge thus determined which gave 
the same results as the long-form 
analysis. These accounts, since that 
time, have been charged this per- 
item price. Thus, no analysis de- 
partment is necessary. All that is 
done at the end of the month is to 
multiply the number of items by 
the per-item charge and deduct this 
from the customer’s balance on his 
statement sheet. 


This bank discovered that there 
was a third group of accounts which 
were not properly classified in either 
one of the two previously men- 
tioned. The accounts in this group 
had fairly good balances but great 
activity and, in some months, they 
had a charge; in other months, they 
had no charge. It seemed obvious, 
therefore, that these accounts must 
be analyzed each month. It is inter- 
esting to note that the number of 
these accounts is far less than one- 
third of the total. Consequently, 
only a few people spend part of 
their time going through a complete 
analysis schedule. 


We refer to this experience in the 
hope that many larger banks will 
be helped. It seems quite evident 
from information gathered from 
many sources that the definite tend- 
ency of smaller banks is to make a 
per-item charge to all customers. 
On the other hand, there is still 
quite a number of large banks which 
continue to make a complete anal- 
ysis of all accounts. 


Those banks can save themselves 
a great deal of labor and probably 
please their customers much more 
if they will simplify their work in 
a way something like the bank here 
mentioned. 
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Laws Do Not Prevent 





Delayed Return Of Dishonored Items 


There are still a few clearing houses whose rules require dishonored 
items to be returned the day received—but only a few. Most com- 
mittees have discovered the benefits of delayed posting and have 
removed the necessity for hurried sight paying in order to get items 
back the day they are received. State laws, however, do not require 


= MONTHLY began, in 
1942, to give its readers the 
benefit of the experience of those 
banks which had experimented with 
delayed posting. It was discovered 
that many benefits were derived 
from posting all of the day’s work 
at one run. While the proof depart- 
ment proves the day’s business, the 
bookkeepers post yesterday’s items. 


This does not mean that the book- 
keepers are idle part of the day, 
but it does mean that there are 
fewer errors in posting, less work, 
and less stationery used. 


By the old plan of dribble post- 
ing, the statement of an active ac- 
count might be taken out of the 
tray from two to five times. Each 
time, the new balance had to be 
determined and the ledger sheet re- 
turned to the tray. Now many banks 
are benefited by the plan of mak- 
ing only one posting a day to all 
accounts. , 


Clearing House Rules Required 
Quick Return 


Bankers Monthly discovered in 
1940 that most clearing houses had 
rules requiring the immediate re- 
turn of items on the day received if 
they were dishonored. Banks follow- 
ing the plan of delayed posting at 
that time were forced to have sev- 
eral people sort items all day long 
and sight pay in order to determine 
whether there were any items to be 
returned. This had to be done in 
order to meet the clearing house 
rule. 


We discovered, however, in 1942, 
that New Orleans and Syracuse, N. 
Y. had been operating on the basis 
of returns the following day instead 
of the same day long enough to de- 
termine that the plan was perfectly 
feasible and would save a great deal 
of time and reduce the number of 
errors in posting because of collect- 
ing all items for the day to be 
posted in one run. 
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immediate return. 


We published the experience of 
the executives of three banks, on 
page 347 of the August 1942 issue, 
in which they told of the benefits of 
delayed returns and emphasized the 
fact that there were no detriments. 
In that article, Ronald T. Fitch, 
comptroller of the Lincoln National 
Bank and Trust Co. of Syracuse, 
N. Y., said: 

“The returning of dishonored 
items on the following day was 
made possible by an agreement 
among Syracuse Clearing House 
banks that dishonored items may be 
returned the day after receipt. On 
all incoming mail and clearings our 
actual posting to the books is on the 
day of receipt, but over-the-counter 
work is delayed until the next day. 
We do not check balances the day 
of receipt before physically posting 
items to the books. 


Half The Number Of 
Bookkeepers Needed 


“Our bookkeepers are required to 
be at their desks in the morning by 
8 o’clock, which gives them time to 
post and prove over-the-counter 
work before the bank actually 
opens for business. This system is 





Specific Laws In These States 
Allow All Banks To Return 
Dishonored Items The Day 
Following Receipt 


Alabcma Nebraska 
California New Mexico 
Colorado North Dakota 
Connecticut Oklahoma 
Florida Rhode Island 
Idaho South Carolina 
Illinois Texas 

Iowa Utah 
Kentucky Virginia 
Massachusetts Wisconsin 
Michigan 








used in conjunction with the Re- 
cordak System of single posting and 
we therefore save approximately 
50% of the number of bookkeepers 
required under the old dual system 
of posting both ledger and state- 
ments.” 


Albert A. Doskey, comptroller of 
the Whitney National Bank in New 
Orleans said, in that same article: 
“The New Orleans Clearing House 
banks clear after the close of each 
day’s business. The night crews 
prove in and sort all incoming 
clearings. Over-the-counter and 
mail items are sorted with the 
clearings so that when bookkeepers 
report the following morning at 8 
o’clock, the work is set up for one- 
run posting. Dishonored items are 
returned on the day following that 
on which they were received by the 
paying bank.” 

With the experiences published 
in Bankers Monthly as a _ back- 
ground, most clearing houses have 
now changed their rules. 


A study of all state laws just 
made by Bankers Monthly shows 
that it is not the laws which require 
rapid return. As a matter of fact, 
21 states have special laws allow- 
ing return within 24 hours—or the 
following day. 

Other states operate under the 
Negotiable Instruments Act, which 
allows returns the day following re- 
ceipt. That part of the Alabama 
Law which refers to this point, 
reads as follows: 


Alabama's Law 


“The retention, by any bank, of 
any Negotiable Instrument or check 
payable at or by any bank until the 
close of business on the business 
day next following its receipt, shall 
not operate as an acceptance of any 
such negotiable instrument or check 
unless the acceptance thereof is 
noted by the bank by proper entry 
thereof.” 
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The shaded states have laws allowing return of dishonored items the day after receipt. 


The Negotiable Instruments Act 
Allows 24 Hours 


The portion of the Negotiable In- 
struments Act which has been 
passed by all states and refers to 
this point reads as follows: 

Sec. 102. Notice may be given as 
soon as the instrument is dishon- 
ored; and unless delay is excused 
as hereinafter provided, must be 
given either to the party himself or 
to his trustee or assignee. 

Sec. 103. Where the person giving 
and the person to receive notice re- 
side in the same place, notice must 
be given within the following times: 

1. If given at the place of business 
of the person to receive notice, it 
must be given before the close of 
business hours on the day following. 

2. If given at his residence, it 
must be given before the usual 
hours of rest on the day following. 

3. If sent by mail, it must be de- 
posited in the post office in time to 
reach him in the usual course on 
the day following. 

Sec. 104. Where the person giv- 
ing and the person to receive notice 
reside in different places, the notice 
must be given within the following 
times: 


1. If sent by mail, it must be de- 
posited in the post office in time to 
go by mail the day following the 
day of dishonor, or if there be no 
mail at a convenient hour on that 
day, by the next mail thereafter. 

2. If given otherwise than through 
the post office, then within the 
time that notice would have been 
received in due course of mail if it 
had been deposited in the post of- 
fice within the time specified in the 
last subdivision. 
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Florida Has A Special Law 

The Florida law reads as follows: 
“A check or draft received for de- 
posit or collection by a solvent pay- 
or or drawee bank, shall not be 
deemed paid or accepted until the 
amount is charged to the account 
of the maker or drawer unless, 
though not so charged, such item is 
retained by the drawee or payor 
bank longer than the end of the 
business day following its receipt.” 

Here’s What Idaho Law Says 


The following is quoted from the 
Idaho law: 


“Credits Suvject To Revocation. 
—A credit given by a bank for an 
item drawn on or payable at such 
bank shall be provisional; subject 
to revocation at or before the end 
of the business day next following 
that on which the item is deposited 
in the event the item is found not 
payable for any reason. Whenever 
a credit is given for an item de- 
posited after banking hours such 
right of revocation may be exer- 
cised during the following business 
day.” 
Iowa Law Is Brief 

The Iowa law is briefer and reads 
as follows: 

“The drawee is allowed 24 hours 
after presentment in which to de- 
cide whether or not he will accept 
the bill; but the acceptance, if given, 
dates as of the day of presentation.” 

South Carolina’s Law is brief and 
very interesting. Its wording is per- 
haps more direct than many other 
laws. This law is in addition to the 
Negotiable Instruments Act as pre- 
viously quoted and reads as fol- 
lows: 

“The drawee is allowed 24 hours 
after presentment in which to de- 
cide whether or not he will accept 
the bill; but the acceptance is given 
date as of the day of presentation.” 

The states having special laws 
allowing delayed returns are shown 
on the accompanying map. 

In view of the fact that the Ne- 
gotiable Instruments Act allows 24 





The Bankers Monthly Campaign Includes The Following 
Articles On The Delayed Return Of Dishonored Items 
1. 28 Banks Benefit From Delayed Posting 
May, 1942 — p. 197 
2. Dishonored Items Returned The Day After Receipt 


June, 1942 — 


p. 250 


3. Paying And Posting Delayed In At Least Two Cities 


August, 1942 — 


p. 347 


4. Wires On Returned Items Often Unnecessary 
January, 1943 — p: 8 


5. Sixteen Clearing Houses Have Changed Rules On Return 
March, 1943 — p. 108 


6. Too Many Dishonored Items 


April, 1943 — p. 168 


7. Send Wires Direct 


April, 1943 — 


p. 168 


8. 90 Clearing Houses Now Return Checks The Next Day 
May, 1943 — p. 197 


9. 187 Clearing Houses Delay Returns — Six States Have Laws 
February, 1944 — p. 57 


10. Less Help—Fewer Errors—Less Time Spent On The Books. Those 
Are The Benefits From Delayed Posting 


February, 1945 — 


p. 59 


11. Delayed Returns Now Allowed By 60% Of Clearing Houses 
June, 1945 — p. 266 


12. 24 More Clearing Houses Allow Delayed Returns 
May, 1946 — p. 225 
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hours, it would appear that any 
bank not governed by a special rule 
of a local clearing house, cannot be 
criticized for holding an item to the 
foilowing day before returning it 
dishonored. Thereafter there is 
nothing in the law to prevent a 
delayed posting system. Bankers 
Monthly has not learned of any in- 
stitution which has found any dis- 
advantages in delayed posting. The 
advantages usually given are the 
following: , 

Delayed posting reduces the num- 
ber of bookkeepers needed because 
one person can handle about two or 
three times as many accounts. 

It permits a synchronized move- 
ment of items from one department 
to another. 

It generally results in fewer post- 
ing errors. 

Employees like it because their 
work is easier and takes less time. 

It eliminates friction between 
departments caused by dribble 
posting which tends to delay inter- 
departmental work. 

Obviously, it saves money for the 
bank. 

For the benefit of those who have 
not studied the delayed posting 
plan, we may suggest that, in brief, 
it generally is operated as follows: 

An entire day’s work is posted at 
one run. 

While the proof department is 
proving today’s business, the book- 
keepers are posting yesterday’s 
items. 

Each ledger sheet is handled only 
once for all items for the day. A 
sorter usually sorts the items before 
they go to the bookkeepers al- 
though, in some banks, the book- 
keeper makes the fine sort herself. 

Most banks post the following 
morning although some banks have 
bookkeepers come down in the af- 
ternoon or evening. 


Each year’s accounts should have 
a separate general ledger control for 
club savings accounts and the total 
of the checks drawn to liquidate 
these accounts must, of course, agree 
with this control balance.—E. J. 
Enthoven. 


A Missouri banker divides his 
borrowers among the officers of the 
bank and asks each officer to try to 
be in personal contact for some rea- 
son or other with each of the bor- 
rowers assigned to him, at least 
once a month. 





Banks having only two employees 
should close during the lunch 
period. 
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How We Reduce 


Errors On Deposit Tickets 


Customers make various mistakes 
in writing a deposit ticket. Some 
will miss listing a check or will list 
the same check twice. Some will 
add the ticket wrong. If depositing 
part of a check with some cash re- 
turned, they may subtract wrong. 
These mistakes, of course, make the 
entry in the passbook wrong. 

If the error is rather large, I tele- 
phone them, if possible, thus saving 
a business firm customer which has 
to balance each day, several hours 
of checking. If it is not possible to 
reach the customer by phone, a 
written notice is mailed. 

I have had all sorts of reactions 
from customers. Some of them can’t 
understand how they can make an 
error, and in some cases when a 
customer has listed the same check 
twice, I have been accused of los- 
ing the other check, of which they 
knew there were two. 

Usually, after explaining how 
they can avoid listing the same 
check twice (by re-checking before 
bringing the deposit to the bank) 
and how my system of balancinz 
works, they go away quite calmed 
down, and are convinced that they 
were wrong after all. Most custom- 
ers are very grateful, especially 
business firms, for the hours of 
searching I have saved them. 

A short time ago, one customer 
enclosed a check that he had neg- 
lected to list. It was impossible to 
call him. Before he had received my 
notice the next morning, he had 
spent several hours looking for that 
check. He was so grateful that I 
had found it that he promised he 


would be more careful next time. 
Customers like that very seldom 
make the same mistake twice. 


I suggest that each customer, 
whether depositing two checks or 
several, make a listing either on the 
ticket or an adding machine tape 
attached to the ticket, and check the 
listing back to see if the addition or 
subtraction is correct. 

Another thing that is very im- 
portant, which customers quite 
often forget is that each check must 
be endorsed. If a depositor persists 
in forgetting to endorse checks, the 
tellers co-operate with me in re- 
minding him of that matter the 
next time he comes in with a de- 
posit. 

Many customers think that, when 
they hand a deposit to the teller, 
the latter not only verifies the cash, 
but also verifies endorsements, ad- 
ditions, and _ subtractions. Many 
people don’t realize that the teller 
counts only cash and makes the en- 
try in the passbook, and the rest is 
done by the proof department. 

After explaining to the customer 
how he can avoid errors, I have 
very little trouble with the same 
customer again. — Alice Hutchens, 
proof desk, First National Bank of 
Meadville, Penn. 


Actions rather than words are 
likely to be the danger signals 
raised by advance men in contem- 
plated bank holdups. Failure to 
report suspicious activities of 
strangers has often resulted in bank 
losses. 


Successful Small Business Loans Depend Upon 
These Four Factors 


1. The borrower is an excellent moral risk. 


2. There is evidence that he has the ability to operate his 
business on a sound basis. 


3. The past record of the business or the future prospects 


show sufficient probable income so that we can logically as- 
sume that he will be able to repay an installment loan out of 
future income from his business. 


4. We are willing to assume a normal risk on a loan of this 
type. We do, however, take steps to insure us against a loss on 
the loan greater than can be absorbed in the usual course of 
business.—Carl M. Flora, vice president, First Wisconsin Na- 


tional Bank, Milwaukee, Wis. 
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What banking task is the officer pic- 
tured below engaged in: 


a. Operating a telescope; b. Operating a 
new type photographic machine; c. Closing 
the vault door. 


Is it possible for a beauty shop oper- 
ator to buy insurance which will pay 
the claim of a customer if the insured is 
held liable for bodily injury or death 
caused by the insured or an employee 
performing the work of a beauty shop? 


a. Yes, this is called a beauty shop liability 


insurance; b. No. There is no such danger; 


c. That kind of a liability cannot be in- 
sured against. ? ; ; 
If a borrower, without credit rating, 
had no collateral except a large 
quantity of mohair on his own premises, 
which of the following type of loan would 
be safest for the bank? 
a. Open Line; b. Field Warehouse; c. Per- 
sonal; d. Life Insurance. \ 
Only one of the following numbers 
requires two depressions with one 
hand to enter it quickly on a multiple- 


Answers on page 132 


key adding machine. Which one is it? 
a. 110.10; b. 50.05; ©. 900.01; d. 100.01. 
5) In which of the following months is 
there a bank holiday which is ob- 
served in all states? 
a. July; b. April; c. May. 
6 | 


Have deposits in American banks 


ever been as great as $100 billion? 


a. They are now over $150 billion; b. They 
approximate $50 billion at present; c. De- 
posits have never equaled $100 billion. 


Which of the following are not nego- 
tiable instruments? 


a. Bond coupons; b. Curréncy; c. Check 
reading ‘‘Pay John Brown only”; d. United 
States note. 


One of the following statements is 
a necessary rule for a teller. Which 


one is it? 
a When you pay cash on a check, have 
the person receiving the cash sign his name 
opposite the amount on your blotter; b. 
Keep stop-payment orders properly filed. 
For what is Aud. an abbreviation? 
a. Auditor; b. Audition; c. Alteration. 































































































































































Which of the following types of in- 

formation can be found in a bank 
directory? 

a. Number of women employees in each 


bank; b. The name of the cashier of each 
bank; c. Member Federal Reserve System. 


Which of the following are federal 
governmental agencies? 


a. Federal Reserve Bank of Boston; b. 
Federal Savings and Loan Insurance Cor- 
poration; c. Home Owners Loan Corpora- 
tion; d. Morris Plan Bankers Association. 


Many bank cash letters are now 
shipped by air express. If you were 
handling transit in Washington, D. C., 
which of the following federal reserve 
banks could be reached in the shortest 
time by air? 
a. Boston; b. Chicago; ec. Cleveland. 
ik] ‘In sorting checks, a bookkeeper 
looks for which two of the following 
(among other things)? 


a. There is no alteration; b. The transit 
number is in the upper lefthand corner; 
c. It is drawn against a demand deposit. 


If the cashier handed you a batch of 

items which included the following 
and told you to sort out the cash items, 
which four would you sort out? 


a. Drafts taken for collection; b. Checks 
deposited by good customers whose in- 
dorsement is good; c. Express money or- 
ders; d. Matured Certificates of Deposit; 
e. Chattel Mortgage; f. Clipped coupons 
on corporation bonds known to be good. 


If one of the officers asked you to 

find out how much grain and feed 
a certain farmer had on hand, in what 
bank record would you expect to find that 
information? 


a. Credit file; 
Central file. 


Af] If you were working in a bank in 
Minneapolis, Minnesota and were 
asked to sort from a batch of checks all 


b. Correspondence file; c. 
those in your federal reserve district, you 
would select transit numbers with which 
of the following prefixes? There are prefix 
one of these numbers applies. 

a. 901; b. 109; c. 999; d. 983; e. 694. ? 
Which of these amounts can be paid 

a. $.40; b. $1.90; oc. $1.55. 

A customer handed a teller rolled 
quarters and a deposit slip listing, 

the teller receive? 

a. 20; b. 40; c. 80. ‘ 

Which of the following statements 
a. Nine states have laws allowing all banks 
in the state to return dishonored items the 
day after receipt; b. A state law could not 
the following day. That is a matter for the 
clearing house only to decide. 

If you saw the number 9-31 opposite 
in which of the following cities would 
you think the bank was located? 
a. Boston; b. Cleveland; c. Detroit; d. 


numbers in addition to these, but only 
with five coins—all different? 
“Quarters, $200”. How many rolls should 
is correct? 
authorize banks to return dishonored items 
the name “Commonwealth Bank”, 
New York. 
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4 steps in good public relations .. . 


b Your tellers are friendly, know many You give the same consideration to You give sound and careful advice 
or- of their customers by name. That’s small borrowers as to large ones. to long-term investors. That makes 


= personalized service. That’s good public relations. friends for your bank... 


C : A special surface design on Hammermill 
: Safety adds protection to checks and helps 
‘s‘identify’’ your bank to the public 


Hammermill is supplying special design safety 


™ 4) You can complete your personalized 
wa bank service with i ikicsonte tact Yee tev con toseGuan 


alized check paper. See your check supplier for 


sit “INDIVIDUALIZED” checks suggestions. Or send for samples of “individual- 


ized” checks and sample book showing wide range 


of of colors and background patterns. Just address 
ng a note on your bank letterhead to Safety Paper 
as, Division, Hammermill Paper Company, 1505 
a East Lake Road, Erie, Pennsylvania. 
in- 
or- 
it ; 
ns . 
. THE NATIONAL-St, en? 
ee ~ a 
at ANYWHERE r os 
at Uns: 2 ae i 
in > gS 
re <= 
ee 
al] ==2 
ou Ss 
ch Ss 
fix : xs 
ly = 
id a 
ad 
g, 
Id 
ts 
ks 4 
he , 
ot ber 
ns » 
he rs 
be 
. E 
ld C. 
d. 


Y March, 1947 





Owners Of Well-Insulated Homes 
Pay Off The Mortgage More Quickly 


The small cost of full-thick insulation protects the owners and the 


bank against loss, and enables the borrower and the loan officer to 
live more comfortable lives. 


ORTGAGE lenders have long 

known that proper insulation 
is of great importance in rating 
home property risks. They know 
that reduced fuel bills increase the 
home-owner’s ability to meet his 
payments; that full insulation often 
can be installed in new construction; 
means that a smaller heating unit 
that substantially reduced redeco- 
rating cost helps make the dwelling 
a better risk. 

They have also been aware of the 
many other benefits of complete in- 
sulation—the home-owner’s in- 
creased interest in a home that is 
warmer in winter, cooler in summer, 
and that costs less to keep up. But 
they have often found that they ac- 
tually had to “sell” a credit appli- 
cant on the desirability of insulating 
the house he was having built. 

Recent evidence indicates, how- 
ever, that the home-buying public 
is pretty thoroughly convinced of 
the advantages of home insulation. 
A survey made by the Curtis Pub- 
lishing Company covered over 4,000 
prospective home owners in 118 
cities in 35 states. Questioned about 
their desires as to new home con- 
struction, 72% of the farm families 
and 87% of the urban families stated 
definitely they wanted insulation. 


By WINCHELL ROYCE 


But wanting “insulation” and 
knowing what constitutes efficient 
insulation are two different things. 
All too often, “insulation” may mean 
anything from building paper to 





Advantages To The Bank In 
Lending On Insulated Homes 


1. The fuel savings make it 
easier for borrowers to make 
monthly payments promptly. 


2. Rock wool insulation pre- 
vents destructive fire losses. 


3. The prospects of any fire 
loss are greatly reduced. 


4. The insulated home is a bet- 
ter credit risk and much easier to 
sell if a sale becomes necessary. 


full-thick mineral.-wool. And not 
knowing any more about it than 
that, the prospective home-owner 
may expect to get from the former 
the high performance universally 
associated with the latter. 


Even if he is familiar with the 
insulating value of mineral wool, he 
may fail to realize that increased 
thickness means increased comfort 
and fuel savings. He may feel, es- 
pecially with home prices at their 
present high level, that he can only 
afford to have his home insulated 
with the minimum thickness; that 
returns from full-thick insulation 
will not be worth the initial invest- 
ment. 


Actually, this is not the case. Re- 
cent studies made by the Small 
Homes Council of the University of 
Illinois (University of Illinois Bul- 
letin, Vol. 43, Number 39, Feb. 21, 
1946) indicate the increased econo- 
my of thicker insulation. For a typi- 
cal one-story house, the figures show 
that the following fuel savings may 
be anticipated: 


Construction type 


FRAME VENEER 


Wood or Brick or 
shingle stucco 
siding on frame 


MINIMUM THICKNESS 

(2” blanket between 
joists, attic vented. 
1” blanket between 
walls studs or fur- 
ring) 27% 


(Continued on page 130) 


28 % 


Mineral wool insulation being blown, in granular form, between the attic joists of an existing home. 
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This National Foot Machine 
takes care of them all ! 


The National 2000 Proof Machine handles all 
debits and credits going through your bank. It not 
only provides centralized control of all depart- 
ments, but also positive proof of every credit total 
recorded. 

The National Proof Machine is equipped with 
an automatic locking device which makes accuracy 
compulsory. If a mistake is made the National 
Proof Machine automatically locks, preventing the 
operator from entering the next item. By depressing 
the error key, the amount of error is automatically 
printed on the master tape, and the correction is 
made instantly. 

A deposit number, which automatically advances 
with the entry of each deposit in the machine, 
identifies each deposit slip, incoming letter, and 
clearing list. This gives a positive, printed proof of 
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every credit total. Shutter-directed sorting makes 
distribution of checks by banks fast and accurate. 
Seven individual tapes save relisting of items at 
end of day. Proved control figures are instantly 
available. 

Whether your bank is large or small, there’s a 
National Machine to serve its every need. Put your 
problems up to your National representative. The 
National Cash Register Company, Dayton 9, Ohio. 
Offices in principal cities. 




















NEW EFFICIENCY 


Only one record to post with the 
Recordak Single Posting Sys- 
tem. And only one posting a 
day. This enables bookkeepers 
to work so much faster that they 
can handle many more accounts 
... With ease and accuracy. 


NEW ECONOMY 


No duplication with Recordak 
Single Posting. As a result, you 
see a big saving in your bills 
for stationery and machine re- 
pairs .. . in over-all accounting 
costs... when you start handling 
bookkeeping the low-cost, 
Recordak way. 


important gains... these. And 
if you want to know more about 
the bank bookkeeping system 
that makes them possible— 
Recordak Single Posting—write 
for acopy of “IN BANK AFTER 
BANK AFTER BANK.” 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
350 Madison Avenue, New York 17, N. Y. 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming 
—and its application to banking systems 














NEW PROTECTION 


Because it’s photographic, the Recordak Single Posting 
System gives the bank, its depositors, and its employees 
unique protection: it provides film records that can’t 
be tampered with or altered . . . without detection. 
Today, no bank should be without this protection. 


Recordak Corporation 
350 Madison Avenue, New York 17, N. Y. 


Please send me a free copy of your book about 


Recordak—“IN BANK AFTER BANK AFTER BANK.” 


FREE-— 


just mail 


. Name — 









Bank 









this coupon 


Street a : ciiheincblltsaiadimaiiaiiemaal 





City 














Advantages Of Insulation To The Borrower 


1. From 24% to 36% of fuel is saved. 


2. The return on investment is more than if the money spent for 


insulation were loaned at 4%. 


3. Smaller heating units may be used in well-insulated homes. 


4. Rock wool insulation prevents destructive fire losses. 


5. Fires are less likely to start because furnaces need not be 


“forced.” 


6. Short circuits in walls seldom start fires because the insula- 


tion is not inflammable. 


7. Redecorating will be needed less often. 





(Continued from page 126) 


FULL-THICK FRAME VENEER 
(4” blanket between 
joists, attic vented. 
3°” blanket between 
wall studs) 35% 36% 


For a typical two-story house, the 
difference in savings is the same: 


$i FRAME VENEER 
Minimum thickness 24% 27% 
Full-thick insulation 32% 35% 


In each case, full-thick insulation of 
the mineral wool type means an 8% 
annual fuel saving above the saving 
made by thinner insulation. 

Since installation costs in new con- 
struction are the same for both min- 
imum and full-thick insulation, the 
only difference in initial outlay will 
be the increased cost of the thicker 
material. Amortized over a 20-year 
period, this will be more than ab- 
sorbed by the fuel savings which 
will amount to 160% of one year’s 
fuel costs. 

Further evidence of the long-run 
economy of full-thick insulation is 
offered by a study made by W. T. 
Miller, Associate Professor of Heat- 
ing and Ventilating Engineering at 
Purdue University. Dealing with the 
relation of insulation thicknesses to 
the net return from an investment 
in mineral wool, Professor Miller’s 
figures show that the return on the 
investment far exceeds that result- 
ing from the investment of an equal 
amount of money at 4%. 

Full-thick insulation will often 
mean the difference between a 
standard size heating unit and the 
next smaller size. The reduction in 
initial investment is obvious. Ac- 
cording to G. Hicks Fallin of the 
Society of Residential Appraisers, 
“It has been demonstrated that be- 
tween a quarter and a half of the 
cost of insulating the house can be 
recaptured if the next smaller sized 
heating unit can be used as a result 
of the insulation. 

Of interest to both the mortgage 
lender and the prospective home- 
owner is the fire protection afforded 
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by mineral wool insulation. By com- 
pletely filling the interior of wall 
spaces, full-thick insulation acts as 
a fire stop, prevents the rapid spread 
of fire from one floor to another. 
Equally important from the stand- 
point of fire prevention is the fact 
that a fully insulated house will 
eliminate the need for “forcing” a 
furnace—a frequent cause of dwell- 


ing fires. And the non-conductive 
nature of mineral wool effectively 
smothers fires started within walls 
by short circuited wiring. 

Armed with these facts, the mort- 
gage lender should be able to con- 
vince all credit applicants that full- 
thick insulation makes a home more 
comfortable; that it makes a home 
less expensive to run; and that it 
reduces both the likelihood of fire 
and the possibility of extensive 
damage should one ever start. 

In exhaustive tests conducted by 
the United States Bureau of Mines 
which is urging thorough insulation 
of all buildings as a fuel-saving 
measure, it has been shown that a 
fully-insulated house will produce 
a saving of about 40 per cent in the 
fuel bill as compared with a house 
which has little or no insulation. 
This amounts to about $5 a month 
in the average small home in the 
northern zone of the United States. 

Another appreciable saving 
brought about with proper insula- 
tion is that of lower and less fre- 





A workman applies full-thick mineral wool insulation to the walls of a new home. 
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quent redecorating costs which must 
come out of the home-buyer’s budg- 
et. Lenders are demanding that 
wallpaper and paint be kept in good 
condition, since this makes the 
house a better mortgage risk. The 
thoroughly insulated house needs to 
be redecorated only one-third as 
often as one which is not insulated. 
This is because rising warm air car- 
ries dust and moisture, which is de- 
posited on cold walls and ceilings, 
leaving streaks marking the location 
of every lath, stud and joist. With 
wall and ceiling temperatures some- 
where near the temperature of the 
air (which results from insulation) 
dust and moisture do not accumvu- 
late so rapidly as on cold surfaces. 


The most widely-used material 
for effectively insulating any struc- 
ture is mineral wool, according to 
the Bureau of Mines, which states: 
“Generally, mineral products are 
preferable because of their resist- 
ance to fire, short-circuits, moisture, 
termites and decay.” 


Mineral wool is a generic term for 
a fluffy, wool-like substance made 
from limestone and other rock, 
called “rock wool”; from the slag 
from ore smelting, called “slag 
wool”, and from sand, called “glass 
wool”, All types have virtually the 
same properties. The material’ is 
manufactured in batts and granular 
form, is extremely light in weight, 
is clean, easily handled and installed. 


In new construction, the batts are 
nailed between the studs and joists. 
In existing buildings the granular 
form is blown into all hollow spaces 
under pneumatic pressure. Batts can 
be applied in thicknesses of one, 
two or three and five-eighths inches. 
The latter is called “full-thick” and 
is recommended by heating engi- 
neers as the most effective installa- 
tion. Cost is very little more than 
thinner applications. 


Since the mortgage lender is nat- 
urally concerned with the fire-safety 
of a structure, because very few in- 
surance policies cover the full 
amount of a fire loss, mineral wool 
has received important considera- 
tion as an effective fire-retardant. 
Tests conducted by the National 
Bureau of Standards have proved 
that a wood-lath partition filled 
with mineral wool will step the 
passage of fire for one hour through 
what normally would be natural 
flues between the walls. By the same 
token, the material has a tendency 
to slow down or even stop roof fires 
which start from outside. 


Only a year ago, the Federal 
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Sharing our knowledge of 
FOREIGN TRADE FINANCE 


The resumption of international trade has raised 
many questions about the credit instruments through 
which a large part of this trade is financed. To corre- 
spondent banks and customers transacting overseas 
business, The First National Bank offers the 
cooperation of its Foreign Banking Department. 


Officers of this department can render sound advice 
based on long experience, on credit arrangements, 
remitting funds, exchanges in foreign monies, risks 
involved in import and export transactions. 
This bank’s network of foreign banking contacts, 
developed through eighty years, enables us to offer 
unusual service in matters of foreign collections and 
remittances. In addition, information is available 
regarding the financial responsibility of business 


houses throughout the world. 


FOREIGN BANKING DEPARTMENT 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Housing Administration told lend- 
ers that “it is advisable” to see that 
mineral wool insulation is used as a 
fire-resistant material in homes and 
buildings on which mortgages were 
being written. 


Your magazine, with its many 
helpful suggestions for more effi- 
cient banking and reducing expenses 
—as well as increasing income—is 
very much appreciated by everyone 
on the staff of our bank.—George B. 
Whitfield, cashier, The First Na- 
tional Bank, Eatontown, N. J. 


Public Relations Philosophy 


The first thing we must have, it 
seems to me, is a sincere desire on 
the part of management to do the 
job. Employees cannot manufacture 
a public relations philosophy that 
doesn’t exist with Management. It 
must of necessity start at the top 
and work down through the entire 
organization from the president to 
the janitor. It cannot successfully be 
developed from any lower level in 
the organization without the active 
support of the Management.—H. C. 
Nicholls, cashier, The First National 
Bank, Madison, Wis. 


131 





Answers To Bankers 
Monthly Quiz No. 46 


c. The photograph shows Wal- 
ter Spring of the Pittsburgh 
branch of the Cleveland Federal 
Reserve Bank closing the huge vault 
door, which weighs 200,000 pounds. 


yy a. A bank lending money to a 
beauty shop should make sure 

that it has beauty shop liability in- 

surance. 

ky b. A person without credit rat- 
ing could not borrow on open 

line. If he had no collateral, except 


a large quantity of mohair, he could 
not borrow on life insurance be- 
cause he would have no life insur- 
ance. A personal loan should not be 
made for a project as large as a man 
would be likely to borrow on a large 
quantity of mohair. Such a loan 
would probably be for the purchase 
of more mohair. The field ware- 
house type of loan, however, is ideal 
for this purpose. It guarantees the 
bank that the commodity will not 
be sold or removed from the prem- 
ises while the loan is in effect, with- 
out a release from the bank. 





$12 to $15 BILLION 
CONSUMER CREDIT 
IN 1947 


cs 


Theos Koom 


IN A GROWING MARKET 


Consumer credit outstanding at the end 


of 1947 may total “$12 billion to $15 bil- 


lion,” according to an estimate in Bank- 


ing’s “Newsletter.” That compared to 


slightly over $9 billion in 1946. 


That means there is still room for banks 


$9 BILLION 
IN 1946 


who have not already done so to enter 


this highly profitable credit market. 


And Industrial Bank is glad to share its 


34 years’ experience in consumer credit 


with its correspondents just beginning 
in this field. 


NINTH AND WASHINGTON - : = = ST.LOUIS ¢ LOUIS (1) “MO. 


c. While a person with long 

fingers might be able to reach 
the 9 and the 1, this would not be 
the quickest way to enter this num- 
ber. It would be quicker to strike 
each key separately. In the case of 
the other numbers, the keys can be 
depressed together. 


5 a. You never worked on the 4th 

of July in the bank, did you? 
In any event, the bank wasn’t open 
for business. 


a. There is a consolidated ca- 

pitulation of all the bank state- 
ments in the United States in the 
front of the Directory. The totals of 
the different columns should be fair- 
ly familiar to everyone engaged in 
banking. 


c. A check reading “Pay John 

Brown only” is payable only to 
John Brown and cannot be negoti- 
ated by him. It must be cashed by 
the payee at the bank. 


8 | b. It is of course unnecessary 

to have the person receiving 
money for a check to sign his name 
on the teller’s blotter. On the other 
hand, stop payment orders must be 
not only properly filed but must be 
studied frequently so as to keep 
them well “filed” in the teller’s 
mind. 


BE) a. 

10} b. and c. There are about 50 
pieces of information about 

each bank in the United States to 

be found in the Bankers Directory. 


b. and c. Federal reserve banks 

are not governmental agencies. 
The Morris Plan Bankers Associ- 
ation is a voluntary organization 
but the Federal Savings and Loan 
Insurance Corporation and_ the 
Home Owners Loan Corporation 
are owned by the federal govern- 
ment. 


c. In the front of the Bankers 

Directory, is a table showing 
elapsed hours by air express be- 
tween 12 federal reserve bank cities 
and in that table it shows that the 
elapsed time between Washington, 
D. C. and Boston is 3 hours. Be- 
tween Washington D. C. and Chi- 
cago, the time is 5% hours. Between 
Washington and Cleveland it is 2% 
hours. 


i a. and c. Bookkeepers as well 

as everyone else who handle 
checks in banks must always be on 
the alert for alterations. An altered 
check should not be paid. 

Of course, no check should be ac- 
cepted unless it is drawn against a 
demand deposit. 

The transit number should be in 
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the upper right-hand corner but the 
bookkeeper does not need to watch 
for that. 


b, c, d, f. Any item taken for 

collection is not recognized as 
a cash item. A chattel mortgage is 
not a cash item because it cannot be 
converted into cash. It merely se- 
cures a loan or debt. 


h} =. If a farmer is a borrower, he 
presumably has a financial 
statement in the credit file and this 
statement should contain the infor- 
mation mentioned in this question. 


H6) d. 93 is the prefix number for 

Montana and Montana is in 
the Minneapolis Federal Reserve 
District. None of the other numbers 
are prefix numbers in any transit 
number. No prefix has more than 
two numerals. 


b. The coins are a silver dollar, 
a fifty-cent piece, a quarter, a 

dime and a nickel. 

a. There are ten dollars worth 
of quarters in a roll. 


i ¢- 


c. 9 is the prefix for banks in 
the city of Detroit. 


The Trucking Industry 
Supplies Opportunities 
For Bank Loans 


The trucking industry began in 
1898 when one of the first automo- 
biles was converted to a truck by 
the simple expedient of removing a 
rear seat and adding a sort of wood- 
en box to hold packages. Within 20 
years, there were some 500,000 
trucks in operation in this country 
and the total went over the one 
million mark in 1920. 

There were two million trucks in 
use by 1924; three million by 1928; 
and when civilian production 
stopped after our entry into World 
War II, there were 4,876,000 motor 
trucks registered in America. That 
figure remained more or less static 
through the war years as few new 
vehicles came off production lines 
and as owners kept their older 
vehicles together with baling wire 
and chewing gum. Every conceiv- 
able method of vehicle maintenance 
was used during those years of 
shortages to keep vehicles in serv- 
ice. 

Since the war’s end, some of the 
oldest have, mercifully, been re- 
tired; but new truck production has 
a long way to go to meet the de- 
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Take the word of the National As- 
sociation of Real Estate Boards: 
“... prefabricated houses show no 
physical depreciation greater than 
conventional houses. There is every 
reason to believe that no differential 
exists in lasting quality.” 

True as this is generally, it ap- 
plies particularly to HomeOla, for 
in addition to the enthusiasm invar- 
iably expressed by the owners them- 
selves, all government agencies ap- 
prove these homes. The FHA has 
accepted HomeOla construction 
nationally ...the RFC extended 
HomeOla the first guaranteed mar- 
ket contract ...and the National 
Bureau of Standards reports that 


THE HOUSE OF 
AMERICA'S 
MILLIONS 


HomeOla construction is 
accepted nationally by FHA. 


HomeOla parts exceed all conven- 
tional specifications by substantial 
margins. 

Typical of HomeOla owners’ com- 
ments: “... we moved in after the 
big snow, had sub-freezing tempera- 
tures, and were very cminedin? 
*,.. our HomeOla is here to stay.” 
*,.. everything is perfect.” These 
houses are in 26 States and Alaska. 

There are now seven models with 
from one to five bedrooms, covering 
a complete price range. Find out 
all the facts today about HomeOla 
for your community. Write for a 
copy of the National Bureau of 
Standards report, and a chart of 
actual commitment values. 


e 


TH: oO. 


CAGO, PORT. 


KANSAS CITY, NEW YO 


mand that grew during the war. 
Latest estimates place total truck 
registrations now at 5,423,000. Re- 
membering that less than 900,000 
new trucks were turned out during 
1946, that means that a high per- 
centage of vehicles that should be 
retired because of age still are being 
kept in service. 

It means there is a big demand in 
the industry for money to finance 
the two billion dollars worth of ve- 
hicles that are needed badly and 
that will be bought just as soon as 


‘the manufacturers can turn them 


out in big enough numbers. 

For sound business reasons, we 
truckers have made honest efforts 
to get acquainted with our bankers. 
Once we got to know each other, we 
began to get along much better. I 
feel confident that the quality of our 
relations will continue to improve. 
I am confident that the nation’s 
bankers will find established, well- 
managed truck lines are a good, 
sound outlet for the funds they 
have available for equipment loans. 
—Ted V. Rodgers, president, Amer- 
ican Trucking Associations, Inc. 


133 






























































Complete Electric Kitchens 
Offer Installment Loan 
Opportunities 


There is one field of financing in 
the appliance business where the 
banks have a decided advantage 
over the finance companies in cer- 
tain respects, and where they can 
make a very real contribution. I 
have reference to the long term 
financing of complete electric kitch- 
ens and home laundries in new 
homes. 

A number of banks and some in- 
surance companies have promoted 


the so-called“package mortgage” for. 


new home construction. Under this 
plan, the cost of the major appli- 
ances is added to the cost of the 
new home, and one over-all mort- 
gage loan is granted. This repre- 
sents an important field for invest- 
ment by banks in those states where 
legal requirements permit it. 

In most cases in the past, the 
“package mortgage” has been used 
in connection with the sale by large 
volume builders of homes complete 
with adequate electrical wiring and 
appliances. This is smart business 
from the builders’ standpoint, and 
a good source of sound investment 
for the banks. However, a large 
number of the houses to be built in 
the future will be constructed one 
at a time by small builders based on 
specifications of the purchaser. To 
promote the “package mortgage” in 
this market, bank officers can work 








Electric appliances for the home are increasingly popular and they offer an 
opportunity for consumer financing in every community. 


with the local dealer who will sell 
the appliances. If you will assure 
him that you will accept a “package 
mortgage” deal, he will have an ex- 
cellent tool with which to promote 
the sale of a full contingent of la- 
bor-saving appliances in individual 
homes under construction. In this 
field, I think the banks must take 
the initiative. 

There are today 31 million wired 
homes in America of which very, 
very few have an electric kitchen or 
anything approaching a respectable 
home laundry. An electric kitchen 
and complete home laundry in the 
future will be just as much standard 


sone You pblive to this Situation? 


Construction costs are rising. 


Many an owner 


of property is faced with the danger of finding 
himself under- insured should he suffer a loss. 
Now is the time to check the amount of insur- 
ance you carry and to determine if it is in line 


with today’s building costs. 
We'd be glad to do what we can to help. 


THE PHOENIX INSURANCE COMPANY 


Hartford 15, Conn. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 


Minneapolis 2, Minn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 





equipment as automatic heat has 
become today. As a result, there 
will be a tremendous demand for 
the remodeling of existing homes 
to provide these advantages.—J. L. 
Busey, president, National Electri- 
cal Wholesalers Association. 


Cash Buyers Benefit 
From Consumer Credit 


Adequate and economical con- 
sumer credit makes possible mass 
consumption of major consumer 
durable goods. Mass consumption 
makes possible mass_ production. 
Mass production makes possible 
lower costs and selling prices. The 
cash buyer, as well as the credit 
buyer, receives the full benefit of 
the lower selling price. 

Conversely, inadequate or uneco- 
nomical consumer credit will re- 
strict mass consumption. Restricted 
Mass consumption means restricted 
mass production. Restricted mass 
production means higher costs, and 
selling prices higher than the cost 
of the consumer credit. The cash 
buyer, as well as the credit buyer, 
will be penalized by the higher sell- 
ing prices. 

Adequate and economical con- 
sumer credit is the means of open- 
ing up a market among that major 
portion of the people who desire an 
article produced or to be produced, 
but who do not have the accumu- 
lated cash with which to make an 
outright purchase. The average man 
will work harder if need be to pay 
for an article which he or his family 
can enjoy immediately, when he 
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will not work harder to save up the | 


money to purchase the same article 
a year hence. 
Proof of this quirk of human psy- 


chology is the fact that considerably | 


more than half of the higher-priced 
consumer durable goods such as 
automobiles, mechanical refrigera- 


tors, and furniture, are normally 


sold on the installment plan. 

Some years ago, a manufacturer 
who offered oil burners for sale at a 
price of several hundred dollars at 
the height of the fall buying season, 
received 20 inquiries from a full- 


page advertisement in a metropoli- | 


tan newspaper. Upon establishing 
an installment sales finance plan, 
the same manufacturer received 
2,100 inquiries from a full-page ad- 


vertisement in the same newspaper | 


. at a period of the year when nc 
one was supposed to be thinking 
about heating equipment.—Gary M. 
Underhill, executive director, Con- 
sumer Bankers Association. 


Federal Reserve Membership | 


Of Value To Customers 
And Stockholders 


Some 30 years ago, this bank 
joined the Federal Reserve System 
and we have never had cause to re- 


gret it. Primarily the motive that | 


prompted our joining was: we be- 
lieve in the system and were not 
willing to accept its benefits without 
contributing to it. 

While this bank has not found it 
necessary to discount-any paper for 
a number of years, it has been our 
experience that, when we are in a 


borrowing mood, our correspond- 
ents are similarly situated and it is | 


much easier for us to deal directly 


with the Federal Reserve Bank than | 
through our correspondents, for the | 


Fed is not limited as to the amount 
of money it can lend. 

It is true that we gave up our ex- 
change charges when we joined the 
System, but we have no regret along 
this line, for present-day business is 


unwilling to accept a check that is | 


not worth 100 cents on the dollar. 
We have very large payrolls in our 
county and we find getting currency 
when we want it, how we want it. 
and without cost, is a distinct ad- 
vantage. 

It has always been our practice to 
furnish our stockholders and depos- 
itors the very best service and we 
think being a member of the Fed- 
eral Reserve System a part of this 
service. — Robert Gage, president, 
The Commercial Bank, Chester S. C. 
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THE ONLY 


CHECK-ENDORSING MACHINE 


THAT GIVES YOU 
ALL THESE FEATURES 


1. Versatility that permits its use for straight eadorsing 
or cancelling, in conjunction with listing or Pt 
machines, or in combination with check microfilming 


2. Selective positioning of endorsements to prevent 
over-printing or obliteration of prior endorsements. 
3. Endorsing or cancelling speed of from 165 to 225 
checks a minute. | = 

4. Clean, uniform printing without smudging, skip- 
ping or double printing. e 

5. Stacking of checks in their original sequence. . 

6. Interchangeable printing head cylinder anes 
with built-in wheel type date unit and numeral wheels 
for batch identification. 

7. Easily replaceable inking untt. 

In addition to these important features, the ee 
graph has an exceptionally large work table for fee ing 
of checks at maximum speed. Yet its over-all size is 
small, measuring without stand only 9/% high, nt 
long and 814" wide. It is easily portable. Endorsograp 
is the only truly all-purpose 

check-endorsing machine. Call 

your CC specialist for a dem- 

onstration TODAY! 


SEND FOR THIS FOLDER 
Illustrates and describes the many ¢x- 
clusive features of the Endorsograph in 
more detail. Write Department BM-37. 


Soles and Service Offices in Principal Cities 


a ENDORSOGRAPH DIVISION 


CORPOR ATION Commercial Controls Canada Ltd., Toronto 1, Ontario 


*# REG. U.S. PAT. OFF. 








One officer in every bank should specialize on a study of 
check forms which will not cause errors in workrooms, and 


he should be the one to order all checks, both for the bank 
and for the customer. 





Trust Forums Create Trusts 


The subject of wills and trusts is 
one of the least understood by the 
people to whom it means the most. 
Likewise, the advantages of trusts 
and the administration of estates 
and trusts by corporate executors 
and trustees are not fully appreci- 
ated. In New York, New England, 
Pennsylvania, and perhaps some 
other states, the use of trusts and 
the administration of estates and 
trusts is much more familiar to the 
layman than it is in the Southwest. 
Nevertheless, it is possible that cor- 
porate trust departments, even in 
these sections, might have over- 
looked the fact that there are liter- 
ally thousands of people who are 
anxious to have more knowledge 
about these subjects. 

Twenty-five or thirty years ago, 
the settlement of an estate in Texas 


was a comparatively simple matter 
because the wealth was concen- 
trated in a few types of property. 
Our economy was much more simple 
and tax problems were negligible. 
Today, the wealth of the Southwest 
is invested in many and complex 
types of property, including oil roy- 
alties, mineral leases, as well as 
stocks and bonds of every kind and 
character. Furthermore, our income 
taxes and our death taxes have be- 
come more complicated and burden- 
some. 

When we conceived the idea of 
forums to educate the public on this 
subject, it was our belief that it 
would be of greatest benefit to the 
layman but discovered that attor- 
neys and life insurance men were 
just as interested and enthusiastic 
as anyone else, and we are satisfied 
that the good will engendered be- 
tween the bank and these two pro- 


The Negotiable Instruments Act should be changed to make it 
unnecessary for banks to have dishonored checks protested unless 


specifically requested to do so by the holder. 





Effective co-ordination 


of all departments assures rapid, efficient han- 


dling of every type of banking transaction. You 


are invited to use any or all of our facilities. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 





fessions is ample reward for our 
efforts and expense. 

The members of the audience 
were our invited guests, and for that 
reason, it Was not our purpose to 
make any appeal for trust business. 
We offered the program as a public 
service and as good public relations. 

However, several of those who 
attended these meetings are now 
engaged in planning their estates 
and in drawing the instruments to 
carry out their plans. There is rea- 
son to believe that this is a direct 
result of ‘the programs sponsored 
by our bank. We are confident there 
was planted in those meetings the 
seed that will germinate into some 
very fine profitable trust business. 

All of us do many things in the 
way of advertising and public re- 
lations to the end that our business 
will grow and prosper, and it is sel- 
dom that we can definitely put our 
finger on the one thing that has 
produced business. Therefore, I do 
not advocate this idea to the exclu- 
sion of all others, but believe sin- 
cerely that greater effort by all 
corporate trust departments to en- 
lighten the people concerning the 
fundamentals of wills and trusts 
will result in more of them being 
administered by corporate executors 
and trustees. —Clarence E. Sample, 
trust officer, Mercantile National 
Bank, Dallas, Texas. 


Bank Financing Of Farm 
Equipment Is Best 
For Everyone 


The farmer is today and always 
has been, one of the best credit 
risks. He has a high respect for debt 
and, in spite of difficulty at times, 
due to poor crops and low prices, 
he will eventually pay a higher per- 
centage of his obligations than al- 
most any other class with which he 
might be compared. 


The average farmer is one of our 
most substantial citizens. He is a 
better farmer than he was a few 
years ago; he follows better farm 
practices. He is doing something 
about soil conservation; uses better 
seed; raises better livestock; and 
through the use of modern farm 
equipment, he is able to do a better 
job of planting, cultivating, and 
harvesting his crops at a cost much 
less than was possible a few years 
ago. 

In fact, the average farmer today 
is a business man with an invest- 
ment in land, livestock, and farm 
equipment which is equal to and, 
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many times, larger than the average 
merchant. His financial position has 
never been better, he owes less on 
his land and his income is high. He 
is in an excellent position to buy 
and pay for not only farm equip- 
ment but many other items he needs 
to further improve his farming op- 
erations and his home. 


Our policy with reference to the 
financing of farm equipment is that 
we are a manufacturing and selling 
organization. We have no desire to 
be in the financing business or to 
take over any of the functions of 
banking. We have had a successful 
and satisfactory experience in such 
financing and we intend to continue 
our finance plans and make them 
available to dealers who do not 
have access to adequate local finan- 
cing. We believe, however, that the 
local banker should do an even bet- 
ter job than we have done, and that 
the logical man to finance such sales 
is the local banker. —J. L. McCaff- 
rey, president, International Har- 
vester Co., Chicago, Ill. 


Why We Reject Very Few 
Consumer Loans 


While it is essential that a loan 
officer make _ credit decisions 
promptly, what is perhaps even 
more important is the method of 
handling rejected deals. For ex- 
ample, you may have passed 50 
loans for a dealer and the dealer 
submits another which does not ap- 
pear to be desirable. You may think 
to yourself: I have passed 50 deals, 
so what difference does one reject 
make? 

The one you refuse may be the 
only one that a salesman has sold 
for that dealer for two weeks. To 
you, that loan does not seem impor- 
tant, but to that salesman, the com- 
mission on that deal is needed to 
buy food for his family. You cannot 
approve or reject consumer loans 
on the basis of averages. You must 
consider each deal individually. 


In our shop, we have a number of 
people who can approve deals but it 
takes three to turn down a loan. We 
try to find some way to save every 
deal; possibly it can be approved 
for a smaller amount, a co-signer, 
obtained, or some security taken. 

What I want to emphasize is that 
we are thorough in our credit in- 
vestigation of buyers who appear to 
be weak or borderline risks. We do 
not turn any one down because we 
lack information. We get full infor- 
mation; but once we have all the 
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Experience 


In Moving 
Blocks Of Securities 


SENSE of timing and an intimate knowledge 

of the market — these are the qualities that 

are always important in disposing of securities in 

large lots. Sometimes — in some markets — they 

are the decisive factors in determining the success 
of any offering. 


If you are now confronted with the problem of 
selling a sizable block of securities, we think you 
will find our familiarity with secondary and special 
offerings of particular value. Our experience in 


marketing these securities for institutions, for 
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estates, and for large private investors is supple- 
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mented by our large distribution facilities—a net- 


work of 92 offices. 


If we can help you with any such problem, may 


we invite you to bring 


discussion. 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 


it to us for confidential 


sronerdanenvenverauernenvenngynaenengeneneeeeeeneeeett 


Brokers in Securities and Commodities 


70 PINE STREET 


NEW YORK 5, N. Y. 


Offices in 91 Cities 


TT Ml DUTT 


facts, we do not hesitate to reject an 
application if we are satisfied that 
it is a poor risk. We have followed 
this credit policy for a number of 
years, and our loss ratio has been 
either average or substantially be- 
low average. 

We have learned that, if we are 
more critical of the dealer from 
whom we buy paper, we can be 
more liberal in our attitude toward 
individual purchaser credits.—Ken- 
neth R. Wells, assistant vice presi- 
dent, American National Bank and 
Trust Co., Chicago, IIl. 


MULL eee eee 


Direct mail can be a very effec- 
tive advertising tool for a bank, for 
it can be co-ordinated with all other 
forms of advertising. It is not rec- 
ommended that it be used exclusive 
of other media, as the bank needs 
the broad foundation for its adver- 
tising program provided by news- 
papers and the other mass types. 
But results from their use can be 
greatly intensified if the bank sup- 
plements them with intelligent use 
of direct mail—Robert Lindquist, 
vice president, The La Salle Nation- 
al Bank, Chicago, Ill. 
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One Way To Compete 
With P. C. A. 

Portfolios Of Articles On Ten Important 
Table of Comparative Rates of Interest Ap- 


plicable to Loans Made by Farm Loan De- Banking Subjects 
partment of THE FIRST NATIONAL BANK : 
& TRUST COMPANY in Macon and Macon There have been so many requests made to the Editor of 


Production Credit Association Including Bankers Monthly for articles on individual subjects of bank 
Fees Assessed by and Interest Paid on Stock operation and policy, that it has been thought wise to compile 
Required to Support Loan in P.C.A. portfolios of articles clipped from back issues. 


Amount 
of Loan 


3335 
3 


Portfolios of articles on the following ten subjects are now 
available: 


Accounting Operation 
Check Forms Personnel 
Delayed Returns Of Dishonored Items Protective 
Exchange Charges Public Speaking 
Loans Service Charges 


Articles on other subjects are being collected and will be 
: available shortly. 
An Intimate : , These portfolios contain from seven to thirty-five articles, 
" 4 depending on the subject. 
Personalized 3 ¥ We have only two copies of portfolios on each subject and 
so cannot guarantee immediate shipment of any one. However, 
we will ship as promptly as one set is available. 


_ In order to make these clippings useful to more people, we 
Bank Service ss are asking that each borrower return the portfolio within two 


a weeks. 
nae nen ws og Be Also, to cover the expense of handling and mailing, we are 
—Not Competition r asking that $1 be sent for each portfolio requested. Address, 
. Editor, Bankers Monthly, 536 S. Clark Street, Chicago 5, Illinois. 


3 Under the direction of officials - : P ? F “ 
with years of service in this field, 7 This Auditor Is Making Subject Portfolios 


assuring a knowledge of require- se From BANKERS MONTHLY 


ments and valuable assistance. 


/ The way in which you have prepared your portfolios has 
2 proven so helpful to us during the period we have had them in 
our possession that we have decided to build a similar set for 
a ourselves. Thus we shall be able to refer to them from time to 
‘Biblic National time to correct any deficiencies which might have crept into 
BANK AND “TRUST : our organization. 
‘COMPANY OF NEW YORK a In order to carry out this plan, we would appreciate having 
oe you send us two copies of each issue from January 1943 to the 
i STA BLISEED: 39 Ay ae present date. You will bill us for them, of course. 
2 o Regardless of the outcome of the above request, I would 
> Main Office: 37 Broad Street (7) very much appreciate having you change my present subscrip- 
‘ . tion from one to three copies each month so that I may begin 
Member: New York Clearing House 


dentisien,tuded tusedsineanee Un building portfolios from current issues.—Karl Bauer, auditor, 
Corporation ‘ Banco Popular de Puerto Rico, San Juan, Puerto Rico. 
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Increased Borrowing 
Expected 


The non-government factors in- 
fluencing interest rates today are 
more forceful than at-any time in 
perhaps the last decade. These in- 
fluences have already brought about 
some widening in the spread be- 
tween Government rates and rates 
in the other categories as the vol- 
ume of demand has increased. 

The differential between the best 
grade corporates and Government 
bonds has spread out moderately in 
the past nine months. Likewise, 
rates on bank loans have begun to 
rise and municipal bonds that nine 
months ago yielded considerably 
less than Government bonds after 
taxes now provide a good-sized in- 
crease from the comparable Gov- 
ernment yield. 

If we are entering a temporary 
period of recession, it may be that 
the rate adjustment has gone far 
enough for the present, but looking 
further ahead, increased business 
activity will be accompanied by in- 
creased borrowing demands. 

In this circumstance, the rate 
spread between Governments and 
other forms of investments and 
loans should continue to widen. The 
more active the period ahead, the 
greater will be the borrowing de- 
mands in all categories aside from 
Government; and as banks and 
other lenders’ gradually obtain 
loans and investments in a ratio 
they regard as more normal than 
the one that has existed for the past 
seven years, rates to the borrowers 
can be expected to increase. If the 
business situation assumes boom 
proportions, debt management and 
Federal Reserve policies also can be 
expected to be of a more restrictive 
nature than at present, with result- 
ant tightening effects on the money 
market. —R. H. Craft. 


Study the possibilities of the 
“minimum balance” credit in com- 
puting service charges. This will 
save many hours of listing daily 
balances to arrive at average earn- 
ing balances. Some banks use the 
average of the high and low bal- 
ances in each fifteen-day period— 
still an 87% time saving over the 
daily average balance basis. Omit, 
also, the analyzing of known profit- 
able accounts, which are in the 
majority, and retest only period- 
ically —O. B. Lovell, comptroller, 
First National Bank, Madison, Wis. 
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10 Florida Offices 


Serving the Investor 


Thomson & McKinnon have 
served Florida investors for the 
past 25 years. Each Florida office 
is connected by private wire to 
our offices in New York. Chicago, 
Toronto and other financial and 
commodity centers for the han- 
dling of security and commodity 
orders. 

Our Investment Research De- 
partment supplies each Florida 
office with its studies and reports, 
together with other statistical in- 
formation. 

We invite you to avail yourself 
of our facilities. 


@ JACKSONVILLE 


ST. PETERSBURG 


PALM BEACH 


WEST 
PALM BEACH 
FORT LAUDERDALE 


THOMSON & MSKINNON 


SECURITIES - COMMODITIES 


NEW YORK 
INDIANAPOLIS 


CHICAGO 
TORONTO 


And 31 other cities in the United States and Canada 


Members New York Stock Exchange 


and other principal exchanges 


A sales finance company, buying 
an installment contract, usually has 
the protection of the following safe- 
ty factors: an acceptable credit risk, 
an adequate down payment, sound 
terms under which depreciation is 
offset by liquidation, the endorse- 
ment of a responsible dealer, and a 
contingent liability on the part of 
the distributor or manufacturer to 
protect the financing institution 
against loss if the retail buyer de- 
faults and the dealer is unable to 
honor his endorsement. All this pro- 
tection is in addition to the repos- 
session value of the equipment 
financed.—Carl M. Flora, vice pres- 
ident, First Wisconsin National 
Bank, Milwaukee, Wisconsin. 


Good working conditions, ade- 
quate pay, reasonable hours of work, 
opportunity for self-improvement 
and advancement, recognition of 
merit, and a frank relationship be- 
tween management and employees 
are the key points of a sound per- 
sonnel management policy.—H. E. 
Randall, vice president, The First 
National Bank, Boston, Mass. 


WE ARE NOW IN A POSITION TO ACCEPT A 
LIMITED NUMBER OF ASSIGNMENTS IN THE 
CAPACITY OF ARCHITECTS AND ENGINEERS 
IN YOUR NEW BUILDING OR MODERNIZA- 
TION PROGRAM OR WILL ACT IN A CON- 
SULTING CAPACITY. 

Over Twenty Years Experience 


BANKERS ARCHITECTURAL & ENGINEERING CO. 
Four Licensed Architects 
120 CLYDE AVE., EVANSTON, ILLINOIS 











Mun!iGrebentTiALs 


Are Now Being Bought by Banks in States 
from the East to West Coast and 
trom Canada to the Gulf 


They are small Safety Paper Forms—convenient, foolproof identifications 
which your GOOD customers are privileged and happy to purchase 
EACH SIX MONTHS. 


For the Banks it is a Lucrative ‘‘Plus’’ Business and 
a Profitable ’’Repeat’’ Business 


Men are NOW known by their 


MINIGREDENTIALS 


WAYNESBORO, 


Unauthorized Access 
Is Always Dangerous 


Some banks occasionally permit 
an unauthorized access to the safe 
deposit box of a renter who has died. 
A close relative calls and advises 
that access to the safe must be had 
in order to remove a deed to a 
cemetery lot, or to ascertain the 
wishes of the deceased as to the dis- 
position of his remains, or for some 
other supposedly urgent reason. 

Regardless of what other precau- 
tions the bank may take, if it allows 
access without requiring a proper 
court order, it is taking an especially 
dangerous risk. Consider the pos- 
sibilities. Think of how many claims 
can be made by the heirs, and how 
varied they might be. The heirs can 
claim that the box should contain 


PENNSYLVANIA 





thousands of dollars more in assets. 
Each heir can claim that a will leav- 
ing him most of the property has 
been abstracted from the box. 

Regardless of how many claims 
are made and how fantastic they 
may be, the bank is in a very bad 
position because its negligence is 
already an established fact because 
it allowed unauthorized access. The 
best defense witness the bank could 
have, the renter himself, is dead.— 
Roswell D. Regan, vice president, 
National City Safe Deposit Co., New 
York, N. Y. 


Copy For Each Director 


We are always very much inter- 
ested in your magazine when it 
comes each month and were par- 
ticularly interested in the article on 


Customers Say—“We Do Not See How Banks Can 
Afford To Give An Earnings Credit” 


I have always thought it somewhat unfair te allow an earnings 
credit on an active account and no credit on a dormant account. 
With the very low return on bank investments the last few years, 
I have wondered if there is some way that the earnings credit 


could be eliminated altogether. 


As far as I know, none of our customers has ever demanded 
an earnings credit from us. On the other hand, some have been 
fair enough to state that they did not see how banks could afford 
to give an earnings credit under present conditions. 

There is no question but what the work involved in account 
analysis would be greatly reduced if the earnings credit were not 
involved.—W. J. Waller, president, Hamilton National Bank, 


Washington, D. C. 





the Pension Retirement Plan and 
also the article on Operations Man- 
ual in the January, 1947 issue. 

I wonder if there is any possi- 
bility of getting ten reprints of the 
article entitled “Why and How 
Small Banks May Benefit From A 
Pension Retirement Plan” by Car- 
lysle A. Bethel. 

We would like very much to have 
a copy to give to each of our direc- 
tors.—Rogers Perry, treasurer, Col- 
linsville Savings Society, Collins- 
ville, Conn. 


Federal Reserve Members 
Need Never Be Short 
Of Funds To Lend 


I give you my idea of the advan- 
tages of a state bank being a mem- 
ber of the Federal Reserve System 
as follows: 


1. You handle all items at par, 
which should be done by any repu- 
table bank. 


2. You may ship currency and 
silver to the Federal Reserve Bank 
and receive currency and silver 
from the Federal Reserve Bank at 
no expense for postage or express- 
age. 

3. As a member of the Federal 
Reserve System, you are entitled to 
borrow, whenever your institution 
may need the money, any funds that 
you may need that you can secure 
by proper collateral. This I consider 
one of the big advantages of the 
Federal Reserve System, for during 
periods of depression, even though 
you may have the collateral, funds 
are not always available. 

There are many other benefits of 
examination, and so on, but I con- 
sider it decidedly to the advantage 
of any state bank to be a member of 
the Federal Reserve System.—J. E. 
Healy, president, The Citizens Na- 
tional Bank, Hampton, Va. 


We Must Adjust 
To Current Needs 


Many changes have occurred in 
banking in recent years and there 
has been talk about the usual type 
of commercial loans being a thing of 
the past and that new fields of bank 
lending must be developed. Of 
course, we must adjust our prac- 
tices to the needs of the day, but to 
a large extent, the form changes 
rather than the substance. I am in- 
clined to apply to banking a French 
saying—"The more it changes, the 
more it is the same thing.” 


BANKERS MONTHLY 











in looking at our new horizons, I 
think we have to be alert to recog- 
nize the same fundamental things 
often with considerable difference 
in appearance and to be alert and 
adapt to fit our actions to the cur- 
rent practice. There is certainly no 
place in the active management of 
a bank for anyone who is not alert 
and informed, and it takes plenty of 
study to keep adequately informed 
these days.—Ray M. Gidney, presi- 
dent, Federal Reserve Bank, Cleve- 
land, Ohio. 


Air Market Values 


Published by George Stromme 
and Associates, 2328 W. 7th Street, 
Los Angeles 5, Calif. 132 pages, 
price $15. 

For those who plan on lending on 
airplanes as security, this market 
analysis will be valuable. It shows 
the original list price of more than 
1,400 distinct airplane models. All 
the facts necessary to full under- 
standing of true airplane values are 
tabulated for each model manufac- 
tured in the United States since 
1930. 

Another section evaluates mili- 
tary aircraft and a third section 
evaluates post-war aircraft, includ- 
ing those models which have not yet 
been manufactured but which will 
soon be on the market. 


There is also included a chart for 
determining minimum down pay- 
ment required and maximum credit 
permissible. 


This Bank Finances 
Helicopter Sales 


The financing of helicopter pur- 
chases has been undertaken by the 
Buffalo Industrial Bank on behalf 
of Bell Aircraft Corporation cus- 
tomers. The same procedures and 
rates which apply to financing of 
conventional aircraft sales are being 
followed. 


We investigated carefully this 
new type of equipment, and as a re- 
sult of our findings, already have 
financed purchases of three of the 
coupe-type helicopters being manu- 
factured by Bell Aircraft. Two of 
these sales so financed went to Cen- 
tral Aircraft, Inc., of Yakima, Wash.., 
which is buying nine helicopters, 
and the third was delivered to New 
England Helicopter Service, Inc., of 
Providence, R. I.—-Carlton P. Cooke, 
president, Buffalo Industrial Bank, 
Buffalo, N. Y. 
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Probably the best way to encour- 
age the small business man is to in- 
vite him to talk over his business 
problems with you as his banker. 
The average small-town banker is 
very close to the affairs of his com- 
munity and is in an excellent posi- 
tion to advise in matters regarding 
business location, lease terms, rental 
payments, working capital needs, 
capital expenditures, proper insur- 
ance coverage, and the need for 
keeping an adequate set of books, 
and so on. This shows up continually 
in various studies of bankruptcies 
and failures.—Carl A. Bimson, vice 
president, Valley National Bank, 
Phoenix, Ariz. 




















































































Check Cashing In Less Time 


A split-window device is some- 
times used at the paying teller’s 
window. It permits the teller to wait 
on the next customer while the pre- 
vious one is picking up his money. 
The check is received at one side of 
the panel and the cash is paid out 
at the other side. The tendency is 
to speed up check cashing, since one 
customer steps to the window while 
another is preparing to leave. 


Do you, when a renter’s keys are 
lost, open his box by any other 
method than destroying the lock? 









If you pride yourself on having all the up to date answers on modern farming you 
should be familiar with the many advantages of MM Quick-On—Quick-Off cultivator 
and planting attachments. : . 

Built to fit MM Universal tractors, MM cultivators are made in two, four and 
six* row sizes. T’o convert from two to four row the outside frames and gangs are simply 
bolted on. Adjustment up to 44 inches for wide row spacing is made by merely loosen- 
ing the clamp and sliding the gangs along the square frame bars. ‘The Quick-On— 
Quick-Off cultivators have high clearance and arg available with hand or power lift and 
a choice of sweeps, shovels or spring tooth attachments, for both front and rear gangs. 

With the cultivator mounted near the front wheels, and Visionlined Design of 
MM tractors the operator has full operating visibility and is seated comfortably low 
to the rear of drive wheels for added SAFETY. ? 

For precision planting the cultivator may be changed over to a drill planter by the 
removal of the cultivator shanks and mounting the planting attachment on the 
cultivator frame. ‘ ‘ 

When the job is finished, the tractor can at once be used for other jobs, since 
Quick-On—Quick-Off tools are easily removed. MM offers a one line of these 
tools for more profitable farming in any territory. Many parts o MM Quick-On— 
Quick-Off Units are interchangeable, saving you money because you buy less equip- 
ment to handle all the jobs. Ages 

MM Dealers everywhere are now embarked on a new program of specialized sales 
and Service of MM Modern Machinery. : 

*Special four and six row cultivators for ““Z’” and “R” Tractors available for narrow row 
crops such as beets and beans. 


MINNEAPOLIS- MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA, U.S.A 





New Filing Aid Keeps 
Folders At Handy Angle 


Since everyone in a bank has oc- 
casion to use the files at one time or 
another, everyone, but particularly 
the file clerks, will be pleased to 
learn that Booth Industries in Day- 
ton, Ohio, is now manufacturing a 
device to hold folders and guides at 
a readily accessible angle. 

Known as the File-Bloc, the new 
device consists of a strip of light, 
durable metal, properly curved and 
neatly finished to accommodate itself 
to any type of file drawer. For use 
in the front and rear, in the event 
the follower is vertical, of any file, 
the new bloc is quickly and easily 
inserted and remains in position 
until removed. 

Time and effort, essentials in any 
question of filing, may be conserved 
in great quantities through use of 
the bloc which eliminates the ne- 
cessity of shifting an entire drawer 
full of folders each time papers are 





Check What You Need And Mail This Form 


1. Accounting Forms 

2. Accounting Machines 
3. Addressing Machines 

. Architects and Builders 


. Bandit Resisting Enclosures 


and Alarm Systems 
. Bank Building Fixtures 
. Bank Diréctories 
. Banking by Mail Envelopes 


. Binders, Check, Bookkeeping, 


Ledger 
. Bronze and Brass Signs 
. Calculating Machines 
. Chairs, Posture, Office 
. Changeable Signs 
Checks 


. Check Book Covers 


. Check Cancelling Perforators 


. Check _—= 


. Check Protectors 
. Check Signers 
. Check Sorters 
. Check Sorting Trays 
. Checking Account Systems 
. Christmas Savings 
. Coin Bags 
26. Coin Boxes 
. Coin Changers 
. Coin Counting Machines 
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29. 


30. 
31. 


32, 
33. 
35. 
36. 
37. Deposit 
= 


Coin Counting and Packaging 
Machines 


Coin Envelopes 
Coin oo and Counting 


Machines 
Coin and Currency Trays 
> on Coin hans oy 


aan ipe 
Dating Machine = Stamps 


Desk Pn et 


: t--— Filing Envelopes 


4. 


Expanding Mailing Envelopes 
Filing Cabinets 

Forms, One-Time Carbon 
. Forms, Continuous 


45. Inter-Office Communicating 


46. 


Systems 
Interest Tables 


7. Lamps 
Lighting Systems, Fluorescent 


49. 
50. 
51. 
52. 
53. 
54. 


Maps 

Metered Mail Systems 
Money Orders 

Name Plates and Desk Signs 
Night: Depositories 

Night Depository Bags 


Rand McNally and Co., 536 So. Clark St., Chicago 5, IH. 
Please have buying information sent us on the items eireled above. 


S reo Mama 
. Pay nvelopes 
Persona 


lized Checks 
59. Personal Loan Advertising 
. Personal Loan Collection 


En 


. Personal Loan Systems 


; raphic Bank Systems 
‘ Proof Whechices 


. Rubber Stamps 
. Safes, Fire and Burglar-Proot 


Safe Deposit Boxes 


7. Safe acer 
. Savings Banks, — Pocket 
. Scales. Postal, Parcel Post 
. Seals, Coin Bag 
. Seals, Corporation, Notary, etc. 
. Stamp Affixers 
. Storage Files 
. Time and Delayed Time Locks 
76. Time Stamps 
. Travelers Checks 


T 


ypewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
. Window and Lobby Displays 


to be inserted or withdrawn from a 
single container. 

Address Booth Industries, 1238-78 
Third National Bldg., Dayton 2, 
Ohio, for further detail about this 
practical little product. 


Radical Changes Featured 
In New FybRglass Erasers 


Pointing an advance in design and 
composition of typewriter erasers, 
the new Rush-FybRglass-Eraser 
was introduced recently by the 
Eraser Company, Inc., of Syracuse, 
N. Y. 

Among the outstanding advan- 
tages of the new eraser are: it does 
not require a shield to protect car- 
bon copies, its residue does not gum 
up the mechanism of the typewriter. 


Enclosed in an attractive, four- 
inch plastic holder designed to fit 
the hand, the eraser is composed of 
thousands of finely spun glass fibers, 
bound together by a special, flexible 
binder. By turning the knob of the 
holder, the user is able to propel or 
repel the eraser. 

This mechanical arrangement 
provides for an erasing surface 
which is always narrow enough to 
erase a single letter. When the FybR- 
glass is completely worn down, 
the holder can be reloaded in 15 
seconds with a FybRglass Refill. A 


DISTRIBUTOR WANTED 
CANVAS 


NIGHT DEPOSITORY BAGS 
Prentice Hood Sealed Zipper 
(Manufacturer) 


Address: Box 100, Bonkers Monthly 
536 S$. Clark St., Chicago 5, Ill. 
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package of two refills is twenty-five 
cents. 

Typists have discovered innumer- 
able uses for the Rush-Eraser. Per- 
haps the most startling is that Rush- 
Eraser solves the difficulty of cor- 
recting fluid duplicator masters. 

Widespread distribution of the 
Rush-Eraser has been _ secured 
through retail stationers. Additional 
information about this economical 
office necessity may be obtained 
from the Eraser Company, Inc., 
Syracuse, New York. 


Bank Customers Can Now 
Be Identified When Away 
From Home 


Without a doubt bank customers 
who travel will appreciate a new 
service now Offered by many banks, 
by which the customer receives an 
identifying credential which intro- 
duces him to other bankers and en- 
ables him to transact banking busi- 
ness in places where he is not 
otherwise known. The bank sells 
these credentials to its customers 
for 75 cents. 

Being cognizant of the fact that a 
man is a stranger in almost any 
town other than his own, the found- 
er of MiniCredentials, W. L. Minick, 
conceived the idea that banks could 
be of additional service to their cus- 
tomers, increase their income and 
eliminate a vast amount of work for 
themselves by issuing a small form 
which could be carried as a credit 
recommendation. ‘ 

A MiniCredential is a small fold- 
er, made of safety paper, the top of 
which has space for the name, des- 
cription, photograph, and signature 
of the bank customer and the lower 
part contains a statement from his 
banker that he has not been known 
to overdraw his account or to betray 
the confidence of his creditors. Two 
precautionary measures are pro- 
vided for—the photograph, signa- 
ture and description on the upper 


OUR BANK-OF-THc-MONTH 
Ri thie C ondhsiection 


CENTRAL NATIONAL BANK IN CHICAGO 
C. F. Kuehnle, President 
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A MILLION 


Unless our crystal ball is playing us 
false, a million people this year will 
buy De Luxe Personalized Pocket 
Checks. Now we don’t know what 
this means percentagewise because 
we don’t know how many personal 
checking accounts there are in this 
country, but we submit that a million 
of anything is a whale of a lot. 


Translated into money saved by banks 
it means a cool half million dollars. 
Translated into the convenience of 
bank people it means two hundred 
million checks with “easy to read” 
printed names. Translated into public 
relations it means a host of friends. 


When a million people buy a thing 
it must be good. When the price of 


such a product holds steady in the 
face of inflationary trends someone 
must be employing manufacturing 
economies. When bankers from coast 
to coast endorse it enthusiastically 
one could almost conclude that it 
had “arrived”. 


Has it arrived in your bank? If not, 
perhaps one of our little advertising 
folders inserted in your monthly state- 
ments would give it the necessary 
impetus. We will gladly supply you, 
without charge, with as many as you 
need. Maybe you have used several 
enclosures and are now ready for the 
“Free Fifty” presentation to your cus- 
tomers. If so, write us for details or 
discuss it with our representative. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





part are tied together with the 
bank’s seal to prevent alteration and 
there is an expiration date on the 
lower part to keep the recommen- 
dation up-to-date. 

On the literature furnished, cus- 
tomers are advised not to ask for a 
MiniCredential if they are not in 
the habit of paying their creditors 
promptly or if they have ever over- 
drawn their bank accounts. Only 
good customers can purchase Mini- 
Credentials. They are written for 
six months, unless the banker 
wishes to write them for a shorter 
or longer period. As each good cus- 
tomer is a prospect for two a year, 
the banks have a good repeat busi- 





We invite your inquiry on our 
full list of completed banks. 





ness with additional profit from this 
“plus” service. 

These credentials are sold to 
banks by W. L. Minick, Waynes- 
boro, Penn. 


Office Stands, Desk Tray 
Described In New Catalog 


A new, four page, two color cata- 
log, illustrating the Maso quality line 
of office stands and desk trays, was 
issued recently by Maso Steel Prod- 
ucts. 

Illustrations, descriptions ana 
specifications, of Maso’s new No. 
1620 model Streamliner all steel 
utility stand with hard tempered 





A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Sngineers 
333 NORTH MICHIGAN AVENUE 
Chicago 1 











If paper is to be as useful and valuable as 
it can be in modern business, it should be 
made of new cotton fibers. These long, tough 
fibers lend strength to paper and give it 
wearing qualities obtainable in no other way. 
That’s why all PARSONS papers are new 
cotton fiber papers. 


Cotton fiber record keeping papers — ledgers 
and bristols — with their brisk, clean, hard, 
smooth finishes are easier to work with and 
last far longer. Their superior writing and 
erasing qualities, their additional strength, 


| 





durability and permanence more than make | 
up for the additional cost of a fraction of a | 


cent a piece. 

Wherever records on cards or sheets take a 
beating from use by hand or machine, you'll 
find cotton fiber paper. Even for records that 
are consulted or posted infrequently, it pays 
to use these strong, firm permanent papers. 


Here are PARSONS record papers and cards | 


Scotch Linen Ledger, made in white, buff and blue 


entirely of the best cotton and linen fibers. 


Parsons Linen Ledger, 100% cotton fibers in white 
and buff. 


Parsons Index Bristol, 100% cotton fibers in white 
and five colors. 


Defendum Ledger, 75% cotton fibers in white and 
three colors. 


Mercantile Record, 75% cotton fibers in white, 
buff and blue. 


Mechano Form Ledger, 50% cotton fibers in white 
and six colors. 


Mechano Form Index, 50% cotton fibers in white 
and six colors. 


Durable Ledger, 50% cotton fibers, in white and buff. 


Crest Ledger, 25% cotton fibers, in white and six 
colors. 


So for all your records, get the paper de- 
signed and engineered for modern business, 
PARSONS cotton fiber paper. 


It Pays to Pick 


Made With New Cotton Fibers 





Parsons Paper Company, Holyoke, Massachusetts 
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Masonite top, the famous Monarch 
No. 1418 all steel utility stand with 
34-inch warp-proof wood top, and 
the amazing new Add-A-Tray, all 
steel desk filing tray are included 
therein. 

The new catalog will serve as a 
folder to hold the other catalog 
sheets, now being issued on Maso’s 
other quality equipment for the of- 
fice. These include the Challenger, 
all steel, office table, No. 1730, the 


| Type-N-Add, all purpose, all steel, 
| office machine stand with adjustable 


channels, Maso’s new all steel waste- 
basket and the new hardwood tele- 
phone table. 

The catalog may be obtained by 
writing on your letterhead to the 
main office, Maso Steel- Products, 
418 S. Clinton St., Chicago 7, IIl. 


Todd Company Expands 


To whittle down the back-log of 
orders and to provide enlarged and 
permanent sources of supply for the 
ever-increasing demand for its 
products, The Todd Company is ex- 
panding its production facilities. 
Additional plants are being ac- 
quired at every opportunity, out- 
standing among which are the pur- 
chase of The William Mann Co., 
Philadelphia, Pa., and the more re- 
cent acquisition of the Bankers 
Press Company, Montreal, bought 
by Todd in November to become its 
first plant outside the United States. 






a 


New Model Manufactured 
House 


Model 14 HomeOla manufactured 
house, story-and-a-half design with 
upstairs bath and two bedrooms, is 
now ready for delivery, according to 
Jacques Willis, president of The 
HomeOla Corporation, Chicago. This 
is the third model announced by the 
company. It must be erected on a 
full basement. The selling price of 
all parts for Model 14, incuding all 
equipment, is $3220 F.O.B. factories 
(wood parts from Tacoma and met- 
al parts from Chicago). Average 
freight cost per house is about $200. 

Four additional models of Home- 
Ola houses will be announced early 
in the spring. These include two 
small one-story cottage units which 
may also be combined with larger 
models to make wings and provide 
additional rooms. Combination ar- 
rangements of HomeOla Standard- 
ized House Parts in a variety of 
ways will soon be possible, provid- 
ing for as many as five bedrooms. 





New Fire-Fighting Weapon 


Newest development in fire-fight- 


| ing efficiency is the Underwriters- 
| approved, stored-pressure hand ex- 


tinguisher manufactured by Union 
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Puts Out Blaze In Seconds 


Stop-Fire Corp., 30 Fourth Avenue, 
Brooklyn, N. Y. 

Anybody can operate the Stop- 
Fire extinguisher. All the user has 
to do is point the flexible Stop-Fire 
hose at the fire and give the readily 
accessible valve a quick flick with 
the fingers, releasing an instantane- 
ous stream of fluid. 

Carbon dioxide is combined with 
carbon tetrachloride to produce a 
chemical which, shot as a fine spray 
from the extinguisher, is converted 
instantaneously into a heavy, fire- 
smothering gas. Even fires of the 
most stubborn kind—oil, ether, gas- 
oline, electrical—are blanketed and 
snuffed out in a matter of seconds. 

Stop-Fire stored-pressure extin- 
guishers are manufactured of 85-15 
brass, are non-corrosive, and there 
is no possibility of zinc oxidation. 
Absence of moving parts make the 
Stop-Fire instantly usable when- 
ever needed. 
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Diebold Line Brochure 


A new brochure recently issued COIN COUNTING MACHINES 


by Diebold, Inc., covers their com- 
plete line of progressive manage- 
ment equipment. 

Inauguration of new methods and 
expansion of present lines has en- 
abled the corporation to offer sev- 
eral methods of record control all 
varying sufficiently to provide spe- 
cific results in the most economical 


MODEL No. 4ET—(Electric) MODEL No. 2X—(Hand operated) 
manner for each custom-made re- Alarge motor driven Machine withan unusualrepu- Adjustable for pennies, nickels, dimes, quarters or halves. 


. tation for speed and durability. Will handle all coins. Can be set to lock automatically when 20, 25, 30, 40 or 50 
quirement. Automatically locks after each count of 20, 25, 30, coins have been counted or will count vo pee into a bag. 
. 40 or 50 coins or will count indefinitely into a bag. An operator can count and package 400 coins a minute or 

Some of the new feature items Register can be reset to zero. count 2000 coins into a bag. Register can be resettc zero. 


included in the 16-page brochure ABBOTT COIN COUNTER COMPANY | [é2t¢ St.,on¢ WALES ave 


are: “Flofilm”, a method of micro- eo here tmealnen era 
filming records in which simplified . - 
operation and practical results are 
outstanding; “Safe-T-Stak”, the 
leader in the field of steel storage 
files; “Cardineer”, “V-28” Trays, 
“Tra-Dex”, and “Flex-Site”, trade 
names of four types of record sys- 
tem procedure. 
Copies of the new brochure are 
available at all branch offices or 
will be mailed on request from the 
general office of Diebold, Inc., at 
Canton 2, Ohio. 





Wells Offers New 
Executive Plywood Basket 


Practicality and _ attractiveness 
keynote the new executive plywood 
basket recently marketed by the 
Wells Office Furniture Co., Chicago. 

Sturdily constructed, the Execu- 
tive features a plywood interior, 
laminated steel exterior, and satin 
finish metal top. 


Just as though YOUR bank advertised 
in these magazines! 


AMERICA| When you handle American Express Travelers Cheques 
you have the biggest advertising campaign in the trav- 
Expnes* | elers cheque business working for you. 

Such tremendously popular magazines as, The Saturday Evening 
Post, Collier’s, Time, American, National Geographic and Holiday, 
carry 152,248,552 American Express Travelers Cheques sales mes- 
sages to travelers and potential travelers throughout the year. Many 
of these readers live in your community—are your own depbsitors. 
With the vacation season so close, you can take advantage of this 
advertising by identifying your bank with this tremendous volume 
of sales-making advertising by tieing in your bank locally with 
newspaper advertising. Write W. H. Stetser, Vice President, American 
Express Company, 65 Broadway, for folder illustrating American 
Express Traveler Cheque advertising newspaper mats that are avail- 
able to your bank. Or, for any literature, counter cards, or blotters 
that are available to help you capitalize this huge, business provok- 

ing American Express Travelers Cheques campaign. 


; 3 AMERICAN EXPRESS 
our metal flcor guides enable 


the basket to be shifted quickly and Travelers Cheques 


easily without marring. The basket 
measures 13 inches square at top, 
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CHANGEABLE 


BULLETIN, DIRECTORY, 
MENU & STATISTICAL 
BOARDS 


Desk and Grille name plates. 
In and Out Registers. Change- 
able Signs for: every purpose. 
Suitable for indoor or outdoor 


use. 
Send for literature 


ACME BULLETIN CORPORATION 
Bank Signs Division 
37 E. 12th St., New York 3, N. Y. 
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plus 
CAPACITT 
SPEED 
ECONOMY 


You get gratifying protection when you can- 
cel your checks with the new Cummins 76. 


CAPACITY—Cummins 76 has the greatest 
perforating capacity of any electric dating 
canceler. 25 perforations at one stroke, yet 
the extra perforations mean no extra effort 


SPEED—Cummins 76 is fast, automatic. Per- 
forations are instant. Performance is out- 
standing. 


ECONOMY-—low first cost, low operating 
cost, trouble free, all make for unmatched 
economy 


QUIET—Perforating perfection with silence 


SINCE 
1887 


Lummins Business Machines 


Write for complete information. 


4740 Ravenswood Avenue * Chicago 40. Illin 


104g inches at bottom, and 154 
inches high, and weighs approxi- 


| mately 10 pounds. 
| its three finishes— | 

brown, green, or gray—the Execu- 
| tive fits perfectly with other pieces | 


In any of 


of office furniture. 


Contact Wells Office Furniture | 
Co., 725-33 S. LaSalle Street, Chi- 
| cago 5, Ill., for additional detail. 


| New Electric Sharpener 
| Has Several Advantages 


Fast, precision cutting 


advantages of the new electric pen- 


cil sharpener offered by the Bert M. | 
| Morris Co. 


Economy is gained by a built-in | 
regulator so that when the pencil | 
is sharpened, it cannot be wasted 


inasmuch as the cutting action 
ceases when the proper point is at- 
tained. There is a point selector on 
the top of the sharpener by which 
a choice of three types of points, 
namely, extra-fine, fine, and medi- 
um may be obtained. 


The motor starts operating as 
soon as the pencil has been inserted 
into the opening and just prior to 
the time the pencil enters the cutter, 
and it is successful in producing a 
perfect point on any hardness of 
lead as well as all colored crayons. 

The new streamlined sharpener 
has a universal motor designed to 
operate on AC or DC current on 
any cycle on 110 volt circuit, and 
while it will operate on voltages 


| slightly in excess or under 110, it 
| will not operate on 220 volts. 


It is known as Morrisharp and is 


| manufactured by Bert M. Morris 


Co., 8651 W. 3rd St., Los Angeles 36, 
Cal. 





plus | 
marked savings in material and op- | 
eration represent a few of the many | 





Thi | 
“OFFICIAL” | 
POCKET SEAL 


THREE SIZES 


Ms . 
Ww ihe 
(Qa) 2 OF DIES 


15, aa 


DIAMETERS 


does the work of seals 
five times its weight 


Buy it from your 


marking dev 


dealer Or stat 


MEYER & WENTHE, Inc. 


30 SOUTH JEFFERSON STREET 
CHICAGO 6, ILLINOIS 





A Complete Line of 
—MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘co 


WORCESTER 8, MASS. 


CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-inflammable. 
Order from your sta- 
tioner or typewriter 
dealer. 
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Executone, Inc. Introduces 
New Intercom Unit 


Numerous recent electronic de- 
velopments have been incorporated 


| in Executone’s new Model 1100 Ex- 
| ecutive intercom station. These in- 
| clude a new patented audio-ampli- 


fier circuit, specially designed alnico 
speaker, life-time neon pilot lamp, 
and vinylite insulated moisture- 


| proof interior wiring. 


Used in a system of 12 stations, 
this unit provides facilities for pri- 
vate, two-way voice communication 
with any combination of 11 other 
similar Executive or Staff stations. 
Convenient push-buttons identify- 
ing each station, enable executives 


4 | to originate calls selectively, with- 





RUSH F YBRGLASS FRASER 


The ever-increasing popularity of the 
Rush-FybRglass-Eraser points to the 
demand for greater efficiency in office 
routine. Rush-Eraser solves the problem 
of correcting Fluid Duplicator Masters. 
And— 


It’s easier to use because it’s made 
to fit the hand. 

Residue does not Gum Up mecha- 
nism of the typewriter. _ 

Standard for Multilith, Duplimat, 
and Systemat Masters. 


The handsome plastic holder is 
guaranteed forever. Propels . . . repels. 


Use with satisfaction, or we will refund 
the purchase price. 


RUSH-FybRglass-ERASER - - - 50¢ 
Pkg. of 2 FybRglass REFILLS - - 25¢ 
See your stationer first. If he can- 


not supply you, send us his name 
with your order. 





Reloads in 15 seconds with long- 
lasting FybRglass REFILLS. 


THE ERASER CO., INC. 


Syracuse 2, N. Y. 
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| connections. 


out having to wait for switchboard 
By flicking a toggle 
switch, an executive can receive 


| calls and reply remotely from across 


the room, without approaching the 
unit to depress the talk key. 





The users of remote or trumpet 
type Staff stations in this system, 
can also reply to calls remotely 
without leaving their work to ap- 
proach their station. An automatic 
light signals when the station called 
is busy. However, any two stations 
in the system can carry on simulta- 
neous private conversations, thus as 
many as 6 independent two-way 
conversations are possible at the 








same time in a system employing 12 | 


stations. 


A variable volume control pro- | 


vides adjustable power-output to 
cover noise level areas where trum- 
pet-type Staff stations can be placed. 
Housed in an accoustically de- 
signed, hand-rubbed walnut cabi- 
net with harmonizing plastic con- 
trols and bronze escutcheon, these 
units are 1014,” 
9” deep. 
Executone, Inc., 415 Lexington 
Ave., New York 17, N. Y., may be 


contacted for further data on the | 


popular Model 1100. 


high, 914.” wide, and 





Tensile 
Strength 
of 60 Ibs. ! 


STEEL- é <tRONG 
FEDERAL BILL STRAPS 


MA of 50 Ib. best quality Kraft 

paper, “Steel-Strong” Federal Bill 
Straps have a tensile or breaking 
strength of 60 Ibs. per square inch. 


Normal and reversed figures, plus dif- 
ferent color for each denomination, in- 
stantly discloses value of package, in 
any position. Special clean, sanitary, 
vegetable adhesive sticks instantly. 
Free Samples 
Write today, to Dept. A 


HANNIBAL, MISSOURI 


Worlds Largest Mfrs. of Coin Wrappers 






















SOLID BRONZE 
SIGNS & NAME PLATES 


Distinctive, permanent bronze 
bank signs, desk plates, tellers 
signs, etc. send NOW for illus- 
trated catalogue to Dept. BM. 


“Bronze Tablets Headquarters” 


UNITED STATES BRONZE 


SIGN CO. INC. 
570 BROADWAY NEW YORK 12, N.Y. 


COIN AND Dove cae BAGS 


pay Your eal east cost: 


made. Quantity for larger 
orders. Pricas are subject to change ay A = 


Prompt, Dependable Printing 
and Stationery Service 


SIDNEY FELDSER 
Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 














National Bank Of Detroit 
Elects Two New Directors 


National Bank of Detroit recently 
announced that Nate S. Shapero 
and Emmet Sheahan had been 
elected to its board of directors. 

Mr. Sheahan is assistant to the 
president of the United States Rub- 
ber Company, a position he has 
held ‘since 1942. Previously he was 
general manager of the company’s 
tire division and had been general 
manager of the automotive division 
and operations manager of the com- 
pany’s Detroit and Indianapolis 
plants. He is a past president of the 
U. S. Tire Dealers Association. 





N. S. Shapero 


E. Sheahan 


Mr. Shapero is president and 
chairman of the board of Cunning- 
ham Drug Stores, Inc., president of 
the National Retailers Realty Cor- 
poration, and president of the De- 
troit Board of Fire Commissioners. 
During the war he was chairman of 
Wayne County Retailers division for 
Savings Bonds and Stamps, and 
chairman of the national chain 
stores section, War Savings Bonds, 
U. S. Treasury Department. He is a 
director of the Community Fund, 
the Boys Club of Detroit, and the 
Boy Scouts of America. 

With the exception of Walter F. 
Truettner, vice president who re- 
tired in accordance with the retire- 
ment plans of the bank, all other 
directors and officers of the bank 
were re-elected at the annual stock- 
holders meeting. 


Francis Boyer and Frank H. 
Reichel have been elected directors 
of The Philadelphia National Bank. 
In addition, all present members of 
the board were re-elected. Mr. Boy- 
er is executive vice president and a 
director of Smith, Kline & French 
Laboratories; president and director 
of Smith, Kline & French Inter- 
American Corporation, and Smith, 
Kline & French International Com- 
pany. Mr. Reichel is president and 
chairman of the board of American 
Viscose Corporation and former 
president of Sylvania Industrial 
Corporation. 
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New Bank Directors 


American Security & Trust Co., Wash- 
ington, D. C.: Eric A. Johnston; 
Philip L. Graham; John Stewart 
and Thornton W. Owen 

Bank of Manhattan Co., New York, 
N. Y.: James F. Brownlee 

Citizens Fidelity Bank & Trust Co., 
Louisville, Ky.: William H. Veene- 
man and Phillip E. Noland 

Citizens & Southern Nat'l Bank, At- 
lanta, Ga.: William D. Ellis, Hal 
Smith and Robert White, Jr. 

Cleveland Trust Co., Cleveland, Ohio: 
Arthur W. Steudel 

Fifth Third Union Trust Co., Cincin- 
nati, Ohio: Walter C. Beckjord 

First National Bank of Birmingham, 
(Ala.): Ed Norton and Allen Ruston 

First National Bank of Chicago, (Ill.): 
Walter M. Heymann 

First National Bank, Fort Worth, Tex.: 
Murray Kyger; H. J. Mosser and 
Kenneth W. Davis 

First National Bank, Macon, Ga.: R. 
J. Carmichael and Charles W. 
Farmer 

First National Bank, Seattle, Wash.: 
Ben A. Perham 

First National Bank & Trust Co., Tul- 
sa, Okla.: Frank O. Prior; Jay P. 
Walker and Allman M. Blow 

Hibernia National Bank of New Or- 
leans, (La.): Dan T. Manget, Jr. 

Indiana National Bank, Indianapolis, 
Ind.: R. Norman Baxter and Wil- 
liam A. Hughes 

Mercantile-Commerce Bank & Trust 
Co. St. -Lovis, Mo.: Howard V. 
Johnson 

Mercantile National Bank of Dallas, 
Tex.: R. L. Thornton (chairman- 
ship) 

Riggs National Bank, Washington, 
D. C.: Thomas A. Butt and R. Ran- 
dolph Maddox 

Valley National Bank, Phoenix, 
Ariz.: Wilbur F. Asbury and Robert 
W. Goldwater 

Winters National Bank & Trust Co., 
Dayton, Ohio: E. R. Godfrey, Louis 
Polk, Joseph Thal, L. L. Warriner 
and L. H. Jones 








Bank of America To Handle 
Kaiser-Frazer Corp. Loan 


Kaiser-Frazer Corporation has 
arranged with the Bank of America 
for a line of credit up to $12,000,000, 
to be made available if required to 
insure adequate financing for the 
company’s expanding production. 
The loan will be secured by various 
collateral of Kaiser-Frazer, includ- 
ing fixed assets, and wili be guaran- 
teed by the Kaiser interests and Jo- 
seph W. Frazer. 

Under the terms of the credit 
agreement, monthly principal pay- 
ments in the amount of 3% of the 
aggregate principal amount bor- 
rowed will start October 1, 1947. 
Any outstanding balance will ma- 
ture on October 1, 1949. 


New Chairman 
For Guaranty 


J. Luther Cleveland, formerly 
president of Guaranty Trust Com- 
pany was elected chairman of the 
board, and William L. Kleitz, for- 
merly vice president, was elected 
president. Mr. Cleveland succeeds 
Eugene W. Stetson, who retires af- 
ter 30 years of service but continues 
as a director and member of the 
executive committee. W. Palen Con- 
way continues as chairman of the 
executive committee. 





W. L. Kleitz 


T. L. Cleveland 
© Underwood & Underwood 


The following official appoint- 
ments were made: vice president 
and comptroller, William Widmay- 
er, formerly comptroller; vice presi- 
dents, Harry J. Carpenter, Heroy M. 
Dyckman, Francis P. Ford, Robert 
W. Morey, Samuel D. Post, Parker 
Wilson, all formerly second vice 
presidents. 

Second vice presidents, Gerard 
M. Ives, W. Howard Miller, H. Liv- 
ingston Schwartz, Jr., Harry M. 
Wilson. 


Williamson Pell, president since 
1938, has been elected chairman of 
the board of United States Trust 
Company of New York and has been 
succeeded as president by Benjamin 
Strong, formerly first vice president. 
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Promotions By 
Bank Of America 


Election of Walter Braunschwei- 
ger as an executive vice president 
of Bank of America, and two other 
changes in the bank’s administra- 
tive organization in Southern Cali- 
fornia, are announced by A. J. Gock, 
chairman of the board of directors. 

Braunschweiger will make his 
headquarters at the bank’s Los An- 
geles Main Office, where he will be 
associated with Mr. Gock in the ad- 
ministration of the bank’s affairs. 

Other changes announced are: 

Richard S. McCune, vice president 
in the business extension depart- 
ment at Los Angeles for the past 
several years, becomes vice presi- 
dent. z 

William F. Huck, vice president, 
transfers from San Francisco to the 
Los Angeles Headquarters as vice 
president in the loan supervision 
department, and will become a vice 
chairman of the Los Angeles loan 
and finance committees. 


First National, Memphis, 
Promotes Five— 
Adds Director 


Allen Morgan, executive vice 
president of the First National Bank 
of Memphis, has been elected a di- 
rector of that institution. 

Five promotions have also been 
announced by the bank, with James 
F. Hunt and Hugh F. Sinclair being 
elevated to assistant vice president, 
Howard Brenner to auditor and J. 
C. Wyckoff and Robert D. Lambert 
to assistant cashier. 


The following promotions are an- 
nounced by the Citizens National 
Trust & Savings Bank of Los An- 
geles: F. L. Beach, director of per- 
sonnel to vice president; W. E. Pin- 
ney, auditor to comptroller; Julian 
E. Embshoff to manager, foreign de- 
partment, and S. W. Bugbee to jun- 
ior vice president. 


First Nat'l Of Chicago 
Names New Division Heads 


Four officers of the First National 
Bank of Chicago were recently 
placed in charge of divisions in the 
commercial department of the bank. 
The new heads, all of whom had 
previously been serving in the de- 
partment, are: Thomas J. Butler, 
vice president, Division B; Clarence 
R. Eichenberger, recently elected 
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How would 


you felah i ig 


this 


question : 


How much does 


the telephone company 


earn? 


\ 
y 


We asked a number of people this question ... 


“How much would you say the telephone com- 
pany makes (after all expenses and taxes) on 


the money invested in the business?” 


Twelve per cent said “6% or less.” 

Eleven per cent said “7% to 10%.” 

Twelve per cent said “15%, 20% or 25%.” 
Eight per cent said “30% or more.” 
Fifty-seven per cent had no opinion. 


The actual figure is far less than many people 
think. Even with telephone calls at a record 
peak, Bell System earnings on the money in- 
vested in the business have averaged only a 
shade over 542% for the last five years — in- 
cluding the war years. And that’s not enough 
to insure good telephone service. 

We thought you might like to know in case 
you have been wondering about telephone 


earnings. 


BELL 


TELEPHONE SYSTEM 





vice president, Division C; Guy C. 
Kiddoo, vice president, Division I; 
and James L. Buchanan, vice presi- 
dent, Division J. 

Other changes in the bank staff 
were: Austin Jenner, vice president, 
promoted to head the bond depart- 
ment; R. J. Crossley and R. H. Mat- 
son, assistant vice presidents, elect- 
ed vice presidents; J. E. Drick, B. 
G. McCloud, Jr., and Harold J. 
Schluter, assistant cashiers, ad- 
vanced to assistant vice presidents. 


Edwin A. Locke, Jr. Returns 
To Chase National Staff 
Edwin A. Locke, Jr., special as- 
sistant to President Harry S. Tru- 
man since last March, recently 
returned to the staff of the Chase 
National Bank after a six-year ab- 
sence for wartime and postwar ser- 
vice. He has been appointed a vice 
president of Chase and is again 
identified with the handling of the 
bank’s loans and other business. 
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Crocker First National 
Bank Staff Promotions 


Two directors were added to the 
Executive Committee of Crocker 
First National Bank of San Fran- 
cisco and seven promotions were 
announced, 

Walter H. Sullivan and Starr 
Bruce, both directors of the bank, 
were added to the executive com- 
mittee. A. R. Angell, was advanced 
from assistant vice president in 
charge of the foreign department, to 
vice president; F. P. Gallot, from 
assistant cashier to assistant vice 
president in charge of the personal 
loan department; C. William Brown 
and Charles B. Neuman, Jr., real 
estate loan department, Charles A. 
Corrasa, new business department, 
J. Lester Jervis, foreign department 
and Edward F. Hagan, credit de- 
partment, were made assistant cash- 
iers. 


The Farmers and Merchants 
Bank, Watertown, South Dakota, 
has announced that it will now pay 
its checks at par, and has directed 
that its name be added to the Fed- 
eral Reserve par list, although its 
office at Garden City will continue 
to charge exchange. 


Promotions At 
Cleveland Trust 


The following were promoted to 
vice presidents of The Cleveland 
Trust Company, Cleveland, Ohio: 
W. E. Atkinson, assistant vice presi- 
dent in the Loans and Securities De- 
partment, G. F. Karch, trust officer, 
and P. R. McClelland, assistant vice 
president in charge of branches. 

E. T. Bartlett, assistant secretary, 
and C. D. Gable, assistant comp- 
troller, were advanced to assistant 
vice presidents. J. H. McDonald and 
H. J. Meckler were named assistant 
comptrollers, and R. H. Barton was 
designated assistant auditor. W. M. 
Baloga was named assistant trust 
accounting officer, C. F. McFreder- 
ick and C. W. Whitney, senior trust 
clerks, were named securities offi- 
cers in the Corporate Trust Depart- 
ment, and J. M. Homa was desig- 
nated assistant manager of the com- 
pany’s Nela Park office. 


The following elections were an- 
nounced by the Baltimore National 
Bank of Baltimore, Maryland: Nich- 
olas F. Mueller and George D. F. 
Robinson, Jr., formerly assistant 
cashiers, were made assistant vice 
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presidents. Mr Mueller will be head 
of the credit department and Mr. 
Robinson, the new business depart- 
ment. John H. Croker, assistant 
trust officer, was made trust officer, 
and Vernon H. Rothauge, an em- 
ployee of long standing, is assistant 
trust officer, specializing in personal 
trust business. 


Former Secretary Of State 
Now A Bank Director 


Four new directors were elected 
to the board of First and Merchants 
National Bank of Richmond, Va. 
They are: Edward R. Stettinius, Jr., 
rector of the University of Virginia, 
former U.S. Secretary of State and 
international diplomat; Dr. George 
Matthews Modlin, president of the 
University of Richmond; Edwin 
Hyde, vice president of Miller and 
Rhoads, Inc., department store, and 
Samuel Peachey Ryland, vice presi- 
dent and trust officer of the bank. 
The entire board of 25 is thus filled. 


At the annual stockholders meet- 
ing of The Fort Worth National 
Bank, Fort Worth, Tex., the follow- 
ing new directors were elected: 
Arch H. Rowan, vice president and 
general manager of Rowan Drilling 
Company, Fort Worth; Edwin E. 
Bewley, Jr., a native of Fort Worth 
and son of the late E. E. Bewley, 
former chairman of the board; Geo. 
W. Herd, a native of Fort Worth, 
and son of H. B. Herd, deceased, a 
former director of the Fort Worth 
National Bank. 


Bankers Trust Names 
T. A. Morgan, Director 


Thomas A. Morgan, chairman of 
the board of the Sperry Corp., has 
been elected a director of the Bank- 
ers Trust Co. of New York City. Mr. 
Morgan is also a director of the 
Lehman Corp., Shell Union Oil 
Corp., Wheeler Insulated Wire Co., 
Inc., and Wright’s Automatic Ma- 
chinery Co. 


Clyde B. Smith has been pro- 
moted from assistant vice president 
to vice president in the Soil Prod- 
ucts Department of the First Na- 
tional Bank in St. Louis. 


The Bankers Trust Co., New York 
City, recently announced the pro- 
motion of E. A. Watkins, assistant 
vice president to vice president, and 
J. V. Sauter, to trust officer. 


New President 
For Society For Savings 


Mervin B. France, first vice presi- 
dent, has been elected the eleventh 
president of Society for Savings in 
the City of Cleve- 
land. The an- 
nouncement was 
made by Henry S. 
Sherman, presi- 
dent since 1934, 
who was elected 
chairman of the 
board of trustees 
to succeed Sam- 
uel Scovil. Mr. 
Scovil becomes 
honorary chair- 
man after 37 years of service as 
trustee and later as chairman of the 
board. 

According to Mr. Sherman, Mr. 
France at 45 is one of the youngest 
presidents ever elected by the Soci- 
ety although the late Ambassador 
Myron T. Herrick was elected to the 
same Office at age of 40. At that time 
the Society, which as a lender of 
funds does business in many states 
and as a savings institution has 
165,000 depositors, had total de- 
posits of about one-tenth those to- 
day. Total deposits today exceed 
$201,000,000 and total resources are 
more than $217,000,000. 


Mervin B. France 


Four officers of the National City 
Bank of New York were appointed 
resident vice presidents recently. 
The appointees, all assigned to the 
Overseas Division, were: Alexander 
D. Calhoun, John T. Reed, Charles 
R. Varty, and Henry H. Whitman. 


The appointment of C. P. Van 
Zante, as chief examiner of the 
Federal Reserve Bank of Chicago. 
has been announced by C. S. Young, 
president of the bank. Mr. Van 
Zante was employed in February, 
1934, as an examiner, and was ap- 
pointed assistant chief examiner in 
1942. 


Mercantile Of Dallas 
Elects New President 


Wilton W. Brown, formerly ex- 
ecutive vice president, has been 
elected president of the Mercantile 
National Bank of Dallas, Tex., re- 
placing R. L. Thornton who recently 
became chairman of the board. Mr. 
Brown, who began his banking ca- 
reer at the American Exchange Na- 
tional in 1911, was named a vice 
president in 1938. 
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Onder Your First 
1947 BANK DIRECTORY... 
TODAY! 


Latest bank information, all U. S. De- 
pendencies 


Pages in the Front 

Part of the Blue 

Book Containing 

Miscellaneous Fi- 

nancial Informa- 

tion, Government 

Agencies, Federal 

Reserve Districts te =! 

and Banks, Numeri- Th ee Bankers Association mem- 

cal List of Banks, 4 ” 

with Check Routing 4 

Symbols, and Con- U. S, banking and commercial laws 

solidated Capitula- aa i 

tion of Bank State- a 

ments. “ANR af a Most accessible banking point to over 
‘ re ; 75,000 non-bank towns 


Latest information, all Canadian banks 


Latest available statements and per- 
sonnel, all foreign banks (with latest 
map of each country) 


i-_ -» 2. » 2 2. ae i. oe [Wd 


5-year list of discontinued bank titles 


Directors of all banks, listed geograph- 
ically 


3000 pages or more of vital banking statistics, Dec. 3lst and 
later statements, completely revised officers and directors, list of every bank 
in the U.S. and Canada, Mexico, South America, and other foreign countries. 


Necessary for Profitable Operation 


Bank Publications Div., Rand M¢Nally & Co. 


536 S. Clark St., Chicago 5, Illinois Yse this Coupon 


copies of the First 1947 Edition of the BLUE BOOK, at a cost of to make sure your 


$25 per copy. copy is printed be- 
fore the presses stop. 


March, 1947 








Promotions At Florida Nat'l 


Nine personnel promotions were 
made by the Florida National Bank 
of Jacksonville, Fla. They are as 
follows: 






G. S. Goshorn L. V. Chappell 

G. S. Goshorn, from assistant vice 
president to vice president; Sidney 
H. Hurlbert, from manager of the 
Personal Loans and Finance De- 
partment to assistant cashier; 
George N. Butler, from assistant 
manager of the Personal Loans and 
Finance Department to assistant 
cashier; Kenneth A. Shelton, from 
manager of the Savings Department 
to assistant cashier; Charles C. 
Smith, from manager of the Transit 
Department to assistant cashier; W. 
L. Harbin, from assistant trust offi- 
cer to assistant vice president and 
assistant trust officer; L. V. Chap- 
pell, from assistant trust officer to 
assistant vice president and assistant 
trust officer; R. Pearce Markham, 
from assistant cashier and assistant 
trust officer to assistant vice presi- 
dent and assistant trust officer; S. 
Wayne Cahoon, from assistant trust 
officer to assistant cashier and as- 
sistant trust officer 


Robert C. Baker, former vice 
president of the Columbia National 
Bank, recently was elected vice 
president at the main office of the 
American Security and Trust Co., 
Washington, D. C. The Columbia 
National is now a part of American 
Security. 


The election of Leslie M. Hayes 
and Le Roy F. Murphy as vice presi- 
dents and John Goldham as treas- 
urer of the Fidelity Union Trust 
Company, Newark, N. J., has been 
announced. 


New Director For Chase 


Laurance S. Rockefeller, son of 
John D. Rockefeller, Jr., was elected 
a director of the Chase National 
Bank at the annual meeting of the 
bank’s shareholders. Mr. Rockefell- 
er is also a director of Rockefeller 
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Center, Inc., The International 
Nickel Company of Canada Limited, 
and Eastern Air Lines, Inc., and is a 
member of the New York City Air- 
port Authority. 


New Director Elected At 
Bank Of Manhattan 


James F. Brownlee was elected a 
member of the board of directors of 
the Bank of the Manhattan Com- 
pany, New York. He is also a direc- 
tor of R. H. Macy & Co., Pillsbury 
Mills, president and a director of the 
Theatre Realty Co., Louisville. 





Girard Trust Co., Philadelphia, 
recently elected George L. Morrison, 
to the board of managers. Mr. Mor- 
rison, president of the General Bak- 
ing Co., was formerly general man- 
ager of warehouses for the Penn- 
sylvania Railroad Co. 


Harold T. Jolley Named 
President of Boatmen’s 


National Bank of St. Louis 


Three well-known _ successful 
bankers now make up a triumvi- 
rate of management of the Boat- 
men’s National Bank of St. Louis. 
Tom K. Smith who has been the 
president has been elevated to 
chairman of the board, and Harold 
T. Jolley has been elected president. 
Albert Wagenfuehr, vice president, 
is now chairman of the executive 
committee. 

Bankers all over the country 
know these men because of the 
splendid work they have done both 
locally and nationally. 


Horace O. Wetmore has _ been 
named vice president of the First 
National Bank of Chicago to succeed 
the late W. Frank Copeland, as head 
of Division A. which handles loans 
of the meat products, grain, flour, 
feed, wool, coal, and livestock in- 
dustries. rt 


Bankers Monthly Portfolios 
Used in Puerto Rico 


We found the portfolio on serv- 
ice charges very interesting. All of 
my assistants read the other port- 
folios and some very good ideas 
were taken from the Protective 
portfolio. I, personally, found the 
portfolio on public speaking very 
interesting.—Karl W. Bauer, audi- 
tor, Banco Popular De Puerto Rico, 
San Juan, Puerto Rico. 
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In business after business, Burroughs has 
won the respect of those responsible for 
efficient handling of figures. They turn to 
Burroughs first—because they have learned 
that Burroughs is first in meeting their needs: 


First in Machines . . . with the most complete 
and flexible line, the latest time-saving fea- 
tures, the most modern machine developments. 


First in Counsel ... with thorough ew 
of procedures, most pro- 

gressive ideas to meet 

changing conditions. 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES 


WORKMAN SERVICE, INC., of Chicago, Minneapolis and 
Los Angeles, serves more than 1500 business concerns 
throughout the country, handling business ‘‘overloads’’ in 
calculating, tabulating, typing and transcribing. Since 
70% of this huge volume of work is calculating, the use of 
Burroughs Electric Calculators is significant. More than 
300 Burroughs Electric Calculators are in use or on order to 
handle assignments accurately, swiftly, at low cost. 


First in Service . . . with the best trained 
service men, the finest service methods, the 
most convenient service arrangements. 


These three factors underlie the satisfac- 
tion that Burroughs offers to business, 
large or small. The stepped-up tempo 
of Burroughs research and development 
will continue to reward Burroughs users with 
the finest in machines, counsel and service. 
Burroughs Adding 
Machine Company, 
Detroit 32, Michigan. 


NATIONWIDE MAINTENANCE SERVICE * MACHINE SUPPLIES 
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YOUR BANK WILL BENEFIT BY 
NEW BUSINESS FOR OTHER DEPARTMENTS 
WHEN YOU INSTALL 
THE PREFERRED NO-MINIMUM-BALANCE PLAN 


ee 


Reports from our client banks prove that THRIFTICHECK 
depositors are the finest prospects for personal 
loans, automobile loans, loans for property repairs 
and home appliances, savings accounts, safe 
deposit boxes, etc. 


31 Nassau Street, New York 5, N. Y. 
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